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Wherever up to date protection 1s needed in “hazardous” areas, 
count on APPLETON to safeguar iny installation 

ket launching pad to a grain elevator. APPLETON 

ing, manufacturing skills at juality yntrols assure 

very finest in electrical fittings all supplied from one 
Whether it’s a coal mine or hospital, oil refinery or dairy, 


depend on APPLETON for the best in electrical fittings, light 


ing, panelboard or other equipment 


APPLETON ELECTRIC COMPANY 
1701 Wellington Avenue Chicago 13, Illinois 


Also Manufacturers of: 


See 


ST’ Series Connectors 


MaATIBY, 


Industrial Lighting 


Equipment Explosion-Proof 
uipmer 


Reelites 





Another Engineering Achievement 


. 3PNA 
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3 pole 100 amp 


Stab-lok’ breaker 


Federal Pacif ffers a wide selection of 
Stab-lok load cer s (left) up to 400 amp 
mains, as well LP Lighting & Distribu 
tion Panelboards (right) up to600 amp mains in 
which the new Stz IP 10 an be installed 


extends Stab-lok economies 
through 100 amp 240 volt ac 


branch circuits! 


Federal Pacific surmounts the “rating plateau” with this startling new 
breaker. IMAGINATIVE ENGINEERING successfully built up the capacity, held 
down the size, retained all these proven Stab-lok features: DUAL-RATED 

Approved for use as a plug-in “Main” circuit breaker in a standard three 
phase load center or as a “Branch” circuit breaker in either a load center 
or an NALP Panelboard. COPPER-ALUMINUM SOLDERLESS LUGS—For wire 
sizes to *0 AWG. THERMAL-MAGNETIC ACTION—Provides positive protection 
for heavy overloads and short circuit faults... eliminates nuisance tripping 
from harmless overloads. COMMON TRIP—Short circuit or overload on one 


pole automatically disconnects all poles. Eliminates single phasing. NARROW 
WIDTH—Only three inches. Inserts into any position normally accommodat 
ing a 3-pole Stab-lok Circuit Breaker. AUTOMATIC RESET—No relatching 
necessary. U.L. APPROVED 

Once again Federal Pacific's enginee 
ment consistent with its pledge, ‘‘P } hout Obsolescence’. 3P100 
Stab-lok Breakers fit any 3 phase enclo juced. For complete 
details send for Bulletin #1020, Federal Pz Electric Company, General 
Offices: Dept. 391, Newark 1, New Jersey 


a product develop 


FRE FEDERAL PACIFIC ELECTRIC COMPANY 
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As this memo is being written, we're putting the finishing 
touches on 4 safety switch promotion wh 

to preak, on a nationwide basis, around + 

of February: 


We think you'll like it for several reasons ~~ mainly 

pecause it will create 4 lot of interest, activity and sales, 
right in your 
It's going to do all those things without purdening you 
and your men wit 
so 46°39 ® "packaged" program, simple to put into 


h a lot of time-consuming follow-through. 


The reason 
action and guaranteed to create impact and action: 


If you haven't already heard from me by the time you read 
In the meantime, let me 
'11 be 


this memo, you will, very shortly- 
urge you to give this promotion a real ride. You 


getting the complete details any day now. 


sincerely; 


Ww. d- Moriarty 
Manager, Distributor Relations 


Wr aera er ET Chi A ve Papen i 
ot 21009 a aban iat eas hie Seay: Th 
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Print Order This Issue: 
13,694 
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Here are signs 
of the times... 


Do you agree 
with these 
opinions? 


This method 
got the sale... 


The future 
looks better. 


NEXT MONTH 
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No... not quite... but if it were possible 
to guarontee profits for the Electrical 
Contractor and the Electrical Wholesaler 


NATIONAL PRICE SERVICE would do it 


NPS can, however, provide a service that 
will save you time and enable you to find 
. for a profitable 


the right price... quickly 


estimate or sale 


NATIONAL PRICE SERVICE is available in 
a single compact binder which has prices and 
illustrations ina simple format, condensed 
and refined from hundreds of catalogs and 
pricing references. And...N PS is always 
up - to - date. Use the coupon below for 
further details. 


HENDERSON-HAZEL CORP. Dept. 8-02 
13601 EUCLID AVENUE + CLEVELAND 12, OHIO 


Gentlemen 


Please send me complete deta:ls about 


NATIONAL PRICE SERVICE 


immediately obligation 


Nome 

i Title 
Company 
| Address 


City 





National 
Price Service 


HENDERSON-HAZEL 
CORP. 


13601 EUCLID AVENUE + CLEVELAND 12, OHIO 
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Credits and Collections 


By now, you're probably just as con- 
fused as we are by the recent storm 
of labels being pasted on the coming 
ten years 

“Soaring sixties,” “sizzling sixties,” 
“sparkling sixties,” “scintillating six 
ties,” “souped-up sixties’—you steps 
right up, and you takes your choice 
if you can! 

But if—like us—you find the selec 
tion too difficult, take EW’s easy and 
logical way out. What phrase could 
better pinpoint your ten-year goal 
than “Succeeding in the 60s”? 

lo help focus on the big objective 


EW employs the symbol below to 


SUCCEEDING 
IN THE 
“a Ke 
atl 

flag certain stories in this and coming 


issues. Of course, all EW articles point 
to success, but these you will find par- 


ticularly helpful. 


Like the old, penny-candy show- 
case, this offers an attractive 
and varied you'll 
find: 

e Why the positive approach pays 
off (page 44) 

e How distributors view 
freight-charge problem (page 47). 

e What makes for a_ successful 
counter business (page SQ). 

e How to put a new product into 
orbit (page 54) 

e Who the first 
graduates are (page 58) 

e How electronics and supplies 
are being sold jointly (page 6/). 

That’s not all. Capitol Circuit (page 
12) has been expanded to bring you 
the latest on what's shaping up in 
Washington of special significance to 
our industry 


issue 


assortment In it, 


the 


20-hour course 


There’s more inside, so let’s read! 
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This single ad in 14 leading business publications 
gives three reasons why: 


YOU HAVE AN INSIDE TRACK ON EVERY NEW LIGHTING 
JOB IN YOUR AREA WITH G-E POWER GROOVE LAMPS! 


1. FOR SALES LIGHTING 


f your customers have products tc How three 


display and sell, they can’t buy 


a better lamp for the job than 5 ° 
G-E POWER GROOM Lanes / companies 











General Electric 


Jf 


/ 2. FOR HIGH LIGHTING aula — is Foes Power Groove Lamps 


f This customer gets 250 footcandles with 
| G-E POWER GROOVE Lamps, eliminated Jam 
supplementary lighting ™ 
\ anc cut initial cost! 7 ; : J - 
~ , 


a HE Power Grooves for evel. A ... and get the lighting results 


~~ Gant 
——__ : they want 


Conclusion: 


You get more and more light for your money 
3. FOR LOW INITIAL COST ‘ _.. year after year... with G-E Lamps 





This customer specified 100 footcandles 
... and got it "for less money than 
with any other acceptable 
type of lighting 
Progress /s Our Most Important Product 


GENERAL &@ ELECTRIC 


raid pear” - , 


WHAT KIND OF LIGHTING do your customers want? What- 
*y > ay” > £ : > wo) g = or $ . R < 
ever they’re after—more light, lower initial cost, or just Progress ls Our Most /mportant Product 


a good looking system—they should certainly consider 


G-E POWER GROOVE Lamps. And once G-!I ees 

POWER GROOVE Lamps are installed, they almost G E N E R A L ( } E LE CT R I C 
guarantee repeat business for you! General Electric Co., SS 

Large Lamp Dept. C-05, Nela Park, Cleveland 12, Ohio. 
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LETTERS TO THE EDITORS 





. .. These are a few of the words 
used by distributors to describe Albert 
J. Borelli’s “Selective Distribution as 
Related to the Independent Electrical 
Wholesale Distributor,’ published in 
the November issue of ELECTRICAL 
WHOLESALING (Page 71). 


“Terribly Important’ 
Dear Sirs 

It 1 terribly important 
that as 
Onn i more 


sub 


ject, and I am sure time goes 


on this will be important 


and basic practi Within our trade 


«lS 
\ better 


term “selective 


understanding of the 
distribution” will have 


This | 


process ol 


to come about believe will 


probably be a evolution 
rather than a stampede to use the term 
and then misrepresent its meaning by 
ill use of the basic philosophy behind 
this type ol marketing 
THOMAS B 


PRESIDENT 


SCHMID 
EXEC 
CRESCENT 


MivE VICI 
ELECTRIC SUPPLY CO 


pt ut QOul IOWA 


Dear Sirs: 
The 
and | thought voluminous as 


article was quite broad 


to words 
would 


or explanations. It certainly 


be highly informative to people out 


side the industry. | certainly believe 


In necessary partnerships between 


and distributor on a 
selective This 
a first first 
certain areas, of : 
EDWIN P. CHRISTENSEN 


manutacturer 


basis would result in 


come served situation in 


course 


MID-FLORIDA SUPPLY, IN¢ 
ORLANDO, PLA 


Dear Sirs 

We are interested in the special re 
port titled “Selective Distribu- 
tion.” 

If you 
report, would you please send us 15 
and bill us accordingly 

R. W. GRIFFIN 


have reprint copies of this 


THE PLECTRI CORP 


OAKLAND, CALI 


Dear Sirs 

.. In my 
ing able to put in at least an approxi 
mate half-hour of uninterrupted read- 
prece by A] 
that Mr 
outstand- 


first Opportunity of be- 


ing of this outstanding 
bert Borelli, | 
Borelli surely 
ing job in covering so many contro 


must Say 
has done an 
versial points, outlining their effect, 
their their impact on 
sales and so helpful 
help us do a better training and sell- 


importance, 
many ideas to 
ing job through our distributors and 
wholesalers. 


Mr. Borelli is indeed to be com 
plimented for the thoroughness of his 
research and study and in the excel- 
lent presentation of the many valu- 
able facts brought out so effectively 
In discussing the briefly 
our department, I 
give the copy I had re- 
to them and trust that an 
reprint is still available so 
copy might be 
my own reference files 


\. A. MYERS 


article 


with sales was 
forced to 
ceived 

additional 
that a 


to me for 


second sent 


MANAGER 
FLECTRIC 
WIS 


ADVERTISING 
MILWAUKEE 
MILWAUKEE, 


POO! CORP 


Dear Sirs: 

Your study on “Selected Distribu 
Related to the Independent 
Electrical Wholesale Distributor” was 
most interesting 

Briefly, we feel that the more ag- 
and distributor, 
the more advantageous it is for him 
to have exclusive distribution, and 
likewise the more conductive it should 
be to the manufacturer to adhere to 
a selective distributor policy. 

Of course, a distributor that is 
“hogging” the line for cherry-picking 
purposes shouldn’t expect the manu- 
facturer to back him up. But many 
of the latter do their own cherry- 
picking in their anxiety to gain ad- 
ditional volume, without realizing that 
this might affect the over-all position 
and result in a subsequent loss in 
volume from those distributors whom 
they should be protecting. This has 
always been a moot point between 
distributors and manufacturers, and 
very often, particularly on new lines, 
I am reluctant to demand an ‘ex- 
clusive’ for fear that in the end | 
might be doing the very thing that I 
dislike manufacturers to do. 

Basically, however, from my _ posi- 
tion as an active distributorship, I 
would say that the advantage for ex- 
clusive distribution is generally plus 
to both the manufacturer and our- 


selves 


tion as 


gressive active the 


N. L. REIFLER 
PRESIDENT 
ELECTRA SUPPLY CO 


POUGHKEFPSIE, N.Y 


Dear Sirs: 

. The study is 
in a limited way since it investigates 
selective distribution only from. the 
distributor’s viewpoint. As the author 
acknowledges in the final few para- 
graphs, additional must be 
made from the manufacturer's and 
the contractor’s viewpoints. 


“comprehensive” 


studies 


rhe article is good within the con- 
fines of the self-imposed limitations 
It will be even more helpful to the 
broad audience which your magazine 
reaches when you investigate the sub- 
ject objectively in relation to other 
types of distribution patterns and from 
the perspective of the manufacturer 
and the consumer as well as the dis- 
tributor. 

We look forward to later articles in 
magazine which 


other aspects 


your will cover the 
WILLIAM I, 
MARKETING 


AGENCY 


SCHERB 
DIRECTOR OF 
LANDO ADVERTISING 
PITTSBURGH, PA 


Dear Sirs: 

Would you please advise me 
what the availability and would 
be of obtaining 100 of these reprints 

Davip M. LYON 
ADVERTISING PROMOTION MGR 
HARVEY HUBBELL, IN¢ 
BRIDGEPORT, CONN 


cost 


SALES 


Dear Sirs: 
We have read with considerable in- 
terest Mr. Borelli’s article 
Several members of our and 
advertising divisions have asked for 
copies and, consequently, we would 
like to purchase or otherwise obtain 
five copies for their use 
M. I 
DIRECTOR OT 


sales 


JOHNSON 
PUBLICA- 


rFECHNICAI 
TIONS 

FURNAS ELECTRIC CO 

BATAVIA, ILL. 


Dear Sirs: 

Would you be kind enough to for- 
ward to the personal attention of the 
writer a “Selective Distribu- 
tion 


copy of 


” 


5, @. 
AND CABLE 


BOURNI 
HATFIELD WIRI DIVISION 


HILLSIDE, N.J. 


Dear Sirs: 

Will you please send me a copy of 
Mr. Albert J. Borelli’s article “Selec- 
tive Distribution”. 

BEEDI 
SALES MANAGER 
WARD LEONARD ELECTRIC CO 
MOUNT VERNON, N.Y. 


e Reprints of “Selective Distribution 
as Related to the Independent Elec- 
trical Wholesale Distributor” are avail- 
able at the following rates: 1-49, 35¢ 
each; 50 or more, 30¢ each. Write: 
Reprint Dept., ELECTRICAL WHOLE- 
SALING, 330 West 42nd St., New York 
36, N.Y. 
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Y Non-Raveling 
Y Straight Tearing 
V High Tensile: Strength 


Y Strong Adhesion 
Y Highly Insulating 





For the 

finest 

in friction, 

rubber 

or plastic tape 

always 

look to ACCURATE... 


suppliers of 
“your best buy 
in tape.” 





TIMES and TRENDS 





Pitfalls and Paydirt 


The picture on the cover and page 6/ depicts a relationship that strikes us as 
being a natural development in distribution: electrical and electronic wholesaling 
under the same roof. Actually, they started out that way when the electrical in- 
dustry was much younger. But customer diversity and other factors entered the 
picture and effected a separation. Now, coupling the facts that (1) increasing sales 
of electronic-type products to industry are demanding more efficient channels 
and that (2) the electrical distributor has developed into a prime supplier to 
industry, it seems to us that there is growing economic advantage in having a 
local source for both electrical and electronic items. 

This advantage has already been recognized and acted upon. Several forward- 
looking electrical distributors with basically industrial customers recently have 
either purchased or merged with electronic distributors, established electronic 
departments or simply taken on electronic lines to be sold by regular A&S salesmen 
In at least one instance, this step was started by an industrial purchasing executive 
howing the electrical distributor a list of electronic items and asking, “Why can’t 
you supply us with these?” 

Electrical distributors as a group, however, haven't observed or grasped this 
opportunity. Of 82 electrical distributors recently interviewed by EW, only 14 
said they presently stocked electronic components and or equipment. And while 
approximately 20% of the remainder contemplate stocking electronic products 
in the future, there doesn’t seem to be any rush to do so 

A basic reason is fear of the unknown—expressed variously as “takes too much 
inventory,” “don’t have personnel to handle the stuff,” “lack of space, lack of 
capital,” “too many variables that are foreign to us,” “completely different field.’ 
Some of these objections certainly are valid—for there are pitfalls to pioneering 
a new field (page 6/7). But there is also paydirt 

EW believes the opportunity for electrical distributors in industrial electronics 
is real and present. We plan to feature it regularly through surveys, studies and 
success stories. But we certainly won't be a Pollyanna—we'll keep our eyes open 
for the pitfalls along with the paydirt. 


Focussing on Freight 


“We need in both the supply business and the electric housewares field a 
little more serious thought given to freight charges. Many distributors are having 
to prepay shipments that were never necessary for them to prepay before... . ” 

With these words (EW—Jan. *60, p. 54), a distributor called our attention to 
a problem he thought needed attention. And with a new, inflationary labor con- 
tract in prospect for the railroad industry this spring—as a consequence of the 
steel strike settlement terms—we felt his premise well-taken. In fact, it’s probably 
a prologue to more prepaying by distributors. Freight charges most certainly will 
rise as a result, and attempts will be made to make the middleman absorb them. 

To promote some thinking by distributors on the subject, EW asked McGraw- 
Hill News Bureaus to query a number of them for opinions on several aspects of 
the problem. The results of many telephone calls are collected and analyzed on 
page 47. And while they may not provide the final answers, these comments repre 
sent the first word (printed, that is) on a topic that should provoke a torrent 


Class of ‘59 


We take a measure of pride—pardonable, we hope—in the first class of gradu 
ates of our 20-Hour Electrical Course (page 58). We wondered if we might 
be expecting too much of readers in suggesting they take a rather involved course 
of study and then a rather involved test. When the completed examination papers 
started coming in, we were genuinely thrilled. The EW Correspondence School is 
in session for as many semesters as the demand indicates. 


ne lba—— 


EDITOR 





BASEBOARD + FORCED AIR 


gives ideal heating at low cost 


The Forced Air Baseboard harmonizes 
with modera room interiors; 
paint to match. 


Costs less—easier to install 


FORCED AIR BASEBOARD costs much 


and is easier to install. 


The new R&M-Hunter 
less than convection baseboard 
33” long, 13” high, 


Engineered for compactness—Dimensions are: 


3%" deep. When recessed, unit extends only 13%” from wall. 


1000 to 4000 watt capacities—1000, 1500 and 2000 watt models 


with or without thermostats. Thermostats control two or more units 


in a room. 2500, 3000 and commercial 4000 watt models have in- 


dividual thermostats. Listed by Underwriters’ Laboratories 


R&M-Hunter 
FORCED AIR BASEBOARD 


ELECTRIC HEAT 
Ie Mateh lors! 


Backed by R&M-Hunter's 80-year experience in 
electrical equipment 





R&M-HUNTER 
FORCED AIR BASEBOARD 


This entirely new type of electric heating system 


gives even floor-to-ceiling temperature. A quiet low- 
speed centrifugal blower pulls in cool floor level air 
and moves it over a series of heating elements betore 
sending it back into the room at the selected tem- 
perature. Floor level thermostat (optional) and re- 
turn air inlet maintain ideal comfort conditions, with 
minimum heat The R&M-Hunter FORCED 
AIR BASEBOARD gives safe, clean, quiet, auto- 
No ducts 


loss. 


matic heat. No cold drafts or hot blasts 
no heater closét. 
Mail the coupon below for complete information on 


“the best buy in electric heat.” 


a 


INSULATION 


Z 
Jj 























I 





————— 


EVEN FLOOR-TO-CEILING TEMPERATURE 


HUNTER DIVISION 
ROBBINS & MYERS 


Memphis. Tenness 


ING 


Hunter Division—Robbins & Myer 
2472 Frisco Ave., Memphis 14, 1 


Send s FORCED AIR BASEBOARD 


lata or 





TOP OF THE NEWS .. . and its significance to you 





Contractors Indicted 
For Anti-trust Violations 


Price Increases On The Way 


Copper Supply Tight 


Wholesale Executive 
Management Courses Set 


“Reduce Cost Of Electric 
Power,’ State Group Urges 


“Profit Problem Must Be 
Solved,”’ Says NAED Head 


GE Execs Demoted For 
Discussing Price Policies 


Electric House Heating Show 
To Be Held In March 





A federal grand jury reportedly has indicted seven electrical contract- 
ing firms, three individuals, and the Southeast Texas Chapter of 
the National Electrical Contractors Association for anti-trust viola- 
tions in the Houston, Texas area. A three-count indictment returned 
to a Texas Federal District Judge charged conspiracy to suppress 
and eliminate competition and to monopolize the sale and installation 
of electrical equipment in the Houston area, according to a report. 
Each count carries a penalty of up to $50,000 fine and one year 
imprisonment. See story (page /02). 


A gradual increase in the price of steel and other metals is expected 
within several months, Settlement of the nation’s longest steel strike 
has created an increase in demand for steel and allied metals and a 
price increase is the only possible way the steel producers can cove! 
the cost of the new contract. Spurred by the settlement, the price 
of zinc rose ¥2 cent to %4 cent a Ib. last month. See News For The 
Industry—(page 83). 

Price increases are noted this month by several manufacturers of 
wiring devices, hinged and screw cover boxes, and conduit body 
covers, according to a trade source, 


U.S. copper producers—of which several major mines at last report 
were still closed by an industry strike—say they could sell much 
more of the red metal if it were available. Of those operating last 
month, the price for the metal was being held at 33 cents a Ib., but 
supplies were tight. 


Wholesale executive management courses have been scheduled at 
three leading universities during 1960. The courses, under the spon- 
sorship of the National Association of Wholesalers, will be held 
June 12-18 at the Ohio State University College of Commerce and 
Administration, June 19-25 at the Wharton School of Finance and 
Commerce of the University of Pennsylvania, and September 11-17 
at the Graduate School of Business at Stanford University 


A New York State Committee, including top officials of three of 
the largest private utility companies, has made an appeal tor cheaper 
electrical power throughout the state. To reduce costs, the committee 
strongly urged major private power producers and the state Power 
Authority to combine forces and funds. 


“Although we all know we need a profit, do we remember why?”, 
George W. Provost, Jr., president of the National Association of 
Electrical Distributors, recently asked electrical wholesale distribu- 
tors in a statement. Provost states that profit is just one of the 
problems facing distributors this year and urges immediate action 
toward solving it. 


The General Electric Co. has disciplined some executives for con- 
ferring with rival manufacturers on product pricing in violation of 
company policy, Ralph J. Cordiner, board chairman, has stated. 
The move was made reportedly to implement GE policy of com- 
plying with the anti-trust laws. 


The first National Electric House Heating Exposition will be held 
March 21, 22 and 23 in Chicago, Ill. The show is sponsored by the 
Electric House Heating Equipment Section of the National Elec- 
trical Manufacturers Association. 
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Y" Connector 
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%" Connector 
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ALL BRIEGEL FITTINGS ARE U.L. 
APPROVED AS CONCRETE-TIGHT 


When setting E.M.T. in concrete you can 
make each job easier and more profit- 
able by using Briegel All Steel indenter 
Fittings that have UL approval as 
Concrete-Tight. Contractors everywhere 
recognize their cost cutting qualities 
and the fact that they make each wiring 
job a better job. It is only natural that 
Briegel Fittings are the most widely 
used E.M.T. connectors and couplings. 


USED THE MOST FROM COAST 
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BM-51 

Yo" Offset Connector 
BM-52 

%," Offset Connector 


BM Offset 

Connectors 
showing how 

wires are 
guided over 
box edge 


IN SI 


Save time and money with 
ORIGINAL 
INDENTER 


ant 
FITTINGS 


Here is the combination that is unbeatable when it 

comes to easier E.M.T. installation at less cost. New 

lightweight plier size indenters make setting up 

thin wall conduit a breeze. B-M fittings are neater 
too! No unsightly nuts or projecting set screws 





A few more of the plus features of B-M fittings are 

Concrete tight—Vibration resistant 

bright zinc plate, salt spray and acid drip tested 

for corrosion resistance —Extra heavy 
positive bonding locknuts—smooth 

rounded edges or bushed throat type 
connectors that prevent insulation 

damage~—All steel construction with 

extra heavy gauge wall thickness, 


Extra heavy 


All B-M 
fier 


ndenter type 
ngs far exceed the 
requirement f UL Lt 
file card E 10863 ond 
Federal Specif 


METHOD 
T00L 
C0. 


ILLINO'TS 


ations 


BM PLIER SIZE 
INDENTERS 
BM—No. 607 2" 
BM—No. 608 %" 


BM—No. 609 1” GALVA * 


TO COAST 








CAPITOL CIRCUIT 





Lots of Investigation, 
Little Legislation 


That's how the Washington wind will blow for business—particularly the elec- 


trical business—this election year. Here's our News Bureau's latest roundup: 


IN CONGRESS: 


Heat on prices—attention to Fair Trade 


’ 


’ 





WILL be than 
concerned with price 
inflation 


will be 


CONGRESS 


evel 


more 
levels, the 
possibility of and economic 
Phere 
of any price hikes in steel as a result 
of the strike settlements 
One thing is certain: Gl 
Ralph J 
company officials 
and talked 


competitors 


growth close scrutiny 


chairman 
admissions that 
violated GI 
with 


Cordiner’s 
some 
over 


policy prices 


some will be used by 


IN COURTS: 


pitol Bldg. —Ewing Galloway 


Congressional investigators 
e Surprise Disclosures 

description of disciplinary steps taken 
by the company revelations 
from the Philadelphia Grand Jury 
investigation into possible price-fixing 


Cordiner’s 


alter 


between the electrical equipment man- 
ufacturers, came as a surprise. Possible 
antitrust rarely 
are discussed publicly by com- 


misdeeds in the area 
evel 


pany officials 


More investigation of trade practices 


A PHILADELPHIA GRAND JURY 
investigation of possible price-fixing 
by electrical equipment 
ers in selling to the Tennessee Valley 
Authority will come to a head in 
about six months. The Justice Dept 
has been presenting evidence on iden- 
'VA from the 


manutfactur- 


tical bids received by 


12 


transmission 
new 


big manufacturers on 
distribution equipment for 
modernized TVA _ facilities 
Branch Out But the grand 
jury investigation is not limited to 
IVA lawyers say 
they are authorized to use the grand 
look other complaints 


and 
and 
e To 


bids. Government 


jury to into 


Sen. Estes Kefauver (D-Tenn.) will 
find a place to exploit the incident 
in already planned hearings into other 
complaints from government agencies 
about identical Kefauver plans 
to look into such complaints from 
the Defense department and General 
Administration, both heavy 
types of products 


bids 


Services 
buyers of 
made by GI 

A steel price hike 
terms of the cost of the recent wage- 
settlement will undoubtedly 
ing over by such investigators as Ke 
fauver. 
e Price Notification — Anything like 
an inflationary spiral which can be 
traced to a steel price increase would 
renew talk kind of federal 
price notification legislation. This was 
explored last year by Kefauver, but 
he dropped it when the idea got little 
support. 
e Fair Trade 


Various 
explained in 


get a go 


of some 


Another attempt will 
be made to get a federal Fair Trade 
law through Congress. The purpose 
is to permit manufacturers and brand 
name owners to legally set minimum 
resale prices—regardless of state laws 
on the subject little 
chance of passage, however: Southern 
Democrats generally oppose the idea 
on states rights grounds and they 
largely control the committees which 
have to act on the bill 


There is very 


received about other equipment pric- 
ing by the manufacturers. 

Senator Kefauver has also looked 
into the TVA identical bid complaint 
The chances are Kefauver will re- 
sume his investigation if the grand 
jury winds up without returning any 
indictments. 
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e Sunday “Blue Laws” — State en- 
forcement of laws forbidding sale of 
certain merchandise on Sundays is 
creating a rash of court tests around 
the country. There may be some de- 
finitive word from the U. S. Supreme 
Court soon on the subject. 

e The Seventh Day Iwo 
have already been filed with the 
Supreme Court for review, but the 
court has not yet said whether it will 
consider them. In one, a retailer is 
appealing a Maryland state court rul- 
ing upholding that  state’s Sunday 
Blue Law; in the other, the state of 
Massachusetts is appealing a federal 
ruling that Massachusetts’ 
Day” law is unconstitutional 


cases 


court 
“Lord’s 


FTC: Stronger Robinson-Patman enforcement 


FEDERAL TRADE COMMIS- 
SION enters the 1960s with a pro 
gram already underway to step up 
its enforcement of the controversial 
Robinson-Patman Act. The law, adopt- 
ed in 1936, bans price discrimination 
harmful to competition, and various 
discriminatory practices, such as pay- 
ment of promotional allowances and 
the furnishing of various services to 
some but not all customers 

The months ahead will be full of 
in the Robinson-Pat- 
unde! 


THE 


developments 
man field, as the plans now 
consideration begin bear fruit 
FTC’s major hope for more volun 
tary compliance by business and for 
faster violators rests 
with its special task force. The task 
working to find ways io 


prosecution of 


force 1S 
achieve both goals. 
e NAW to Help 
conferences, the task force 
ing to meet with the National Associa 
tion of Wholesalers to discuss ways 
of making the complicated law more 
understandable. 

Publication of special R-P 
Books” 
as the means of doing this 
of action will be discussed by whole 
salers and the commission's task force 
The idea is to restate the requirements 
of R-P, based on past FTC decisions 
but in non-technical language 
e Time Saver—A significant 
in handling R-P Act cases could re 
sult from such guides. Use of the 
guides might lead to informal settle 
ment of R-P Act charges—before a 
formal charge is filed. Some observers 
believe this procedure would greatly 
increase the number of complaints 
that could be handled by FTC, and 
cut down on a backlog of cases. Un 
der present practice, FTC will not 


Among othe! 


IS arrang 


“Guide 


is being considered by FI¢ 
[his type 


switch 
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- vo 


Cameramen, Ine 


conside! R-P Act cases 

until after it has completed full inves 

tigations and filed formal complaints 
At the time, FI¢ 

it can to speed up its formal prose 

cution of R-P Act violators 

e Coop Ads To Go?—Right 
particularly pressing problem is the 


settlement of 


same will do all 


now 
increasing use of adver 
tising. Such payments by a manufac 
turer of of the 
tising or promoting sale of his prod 


cooperative 


cost of adver 


part 
uct may be unless they aré 
made 
equal terms to all 

FTC chairman Earl 
to get 


illegal 
available on proportionately 
customers 

Kintner wants 
businessmen the 


R-P. Kintner 


business 


across to 
necessity of living with 
believes that 
work with the Commission to 
greater compliance with the law, the 
end result will be even tougher 


unless does 


legis 


achieve 


i—ceing Ganoway 


lation from Congress 
e¢ No Amendments 
will 


( ongress cer- 


again be asked to con- 


R-P Act 


but there is no 


tainly 


sider various amendments, 


chance for legisla- 


tion in this” session of 
Among others that 
but with no chance of 
bill to 


wholesalers bigger discounts than they 


Congress 
may be revived 
passing—is a 
require manufacturers to give 
retail chains 
Practices—FTC is also 
kinds of 
practices. In several spe- 
cial books recently, 
the Commission has brought attention 
to such problems as bait 


large 
© Deceptive 
making a 


vive to 
drive against all 
deceptive 
guide issued 
advertising, 


switch” selling, and fictitious pricing 
At a precedent-breaking consume! 
FIC 


campaign by 


conference last month urged a 


stepped-up consumer 
groups to alert the consuming public 


ious forms of deceptive ad 


ugainst Val 
vertising and selling techniques. The 
follow up 


theme 


Commission probably will 


with conferences on the same 
with representatives 
e TV Under Fire—-High on 
crackdown list 


advertising The 


business 
FTC's 


is radio and television 


from 


emergency assign 
ment of additional 


I\ ads has 


more 


men to policing 


already begun to pro 


duce charges of unfair or de 


And 


increase if as 1s 


volume 
generally ex 
approves more 


spend policing of 


ceptive this 


will 


advertising 


Congress 

money for FTC to 
radio IV ads 
e Begins At 
extent, of 


pec ted 


Home lo a 
FTC’s jurisdiction 
confined to 


large 
course, 


in this manu 


‘ 


hacturer 


area IS 
advertising. All it can do to 
local busi 
campaigns 


Busi 


reach deceptive ads by 
local 
Better 


consume! 


nessmen 1s to 
by such groups as the 
Bureaus and 


urge 


ness 
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What's Happening To Construction? 


ONSTRUCTION ACTIVITY 
has dropped sharply in recent 
months. Total new construction 


annual rate of nearly 
May to 
And the slide is 
Housing starts are down 
rate of 1.4 
million 
with 
construction in 


fell from an 
$57 billion 


billion in November 


last under $51 


continuing 


from an annual million 


last spring to under 1.2 cul 


rently contrast busi 
the 


heading 


Thus, in 
ness generally, 
dustry 1s down as we go 
into 1960 
However, the prospect is not nea! 
bad as these recent statistics 
In appraising the construction 
outlook, two special features must be 
kept in mind: 
In mid-1959 
joying an unprecedented boom 
part of this was on special programs 


1958 


ly as 


imply 


construction was en 


and 


created during the recession of 
Construction particularly home 
hits a peak in the 


business 


building—usually 
early 


and turns down when the rest of 


recovery, 
the 
This 1S be 


Stages of a 
economy is booming 
cause “tight money,” and other meas 
fight inflation, tend to re 
construction. And that’s what's 
But such meas- 


basic 


ures to 
Strict 
been happening lately 
ures do not affect 
the long-term trend in construction 
is still upward, for the decade of the 
1960s 

The 
tion has heen particularly 


needs—so 


recent downturn in construc- 
sharp, be 
cause of the government's special role 
and could 
Federal POV- 


heen 


in the construction picture 
reverse just as sharply 
have 


for the 


ernment programs prim 


arily year’s 
ups and downs 

e Housing—“Tight money” is by far 
the most important factor in causing 
the decline in housing starts. In order 
to fight inflation, the Federal Re 
serve Board has held down the lend 
banks and other in 
shortage of funds to 


responsible past 


. 


reserves of 
The 
has forced up 


ing 
stitutions 
lend 


business 


interest rates on 
which makes these 
loans more attractive than mortgages 


loans 


to many lenders. With less money 
around generally, and mortgages 
less attractive than other securities, 


it has been difficult for homebuilders 
to line up financing—at least, on the 
same last year. Other fed- 
eral agencies are supporting the FRB 
policy. Most importantly, the Federal 
National Mortgage Association is not 
buying mortgages from builders as 


scale as 
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actively as it Was a year 

All these 
government's anti-inflation 
which seeks to hold down something 


ago 
the 


campaign, 


moves are part ol 


in this 
when 


case, homebuilding—at a 
otherwise the 


the seams. If we 


time economy 
might be bursting at 
avoid significant inflation in the first 
1960, the restraints 
later in the 


since Congress will 


some ol 


part of 


on credit may be eased 


year—particularly 


have one eye on the elections. If the 
easing comes in time, housing starts 
are likely to turn up before 1960 


ends 

Of course, housing is not the only 
item in private construction, although 
it's the most important part. Other 
private construction (primarily indus- 
trial and commercial) will be up sub- 
stantially in 1960 

The homebuilding industry had one 
of its best years in 1959. But the 
volume of home construction in 
the final the 
new 
direction of 
coming 


new 
months of vear de- 
And 
point the 
activity for 


creased sharply housing 
starts, which 
homebuilding 
dipped more sharply 


con- 


months, even 
Total 
struction put in place declined from 

3 May of last year to 


$?3 & 
November, on a 


value of new residential 
billion in 


about $21 billion in 
adjusted annual basis. New 
housing fell annual 
rate of 1.4 million units in April to 1.2 


November, 


seasonally 
Starts from an 


million in also on a sea- 
sonally adjusted annual basis 

This downturn is due primarily to 
developments in the money market, 


rather than to a sudden decline in the 


demand for housing. Builders are 
having trouble getting financial insti- 
tutions to make new mortgage loans 
at existing interest rates. And the 
tight supply of funds for mortgage 
loans is largely the result of tight 


money generally, brought on by the 
government's anti-inflation policies 
The Federal Reserve Board and 
other government concern- 
ed with fighting inflation have taken 
steps that affect the supply 
of funds for housing. The Federal 
Reserve has restricted the overall sup- 
ply of credit in the economy by 
holding down the lending reserves of 


agencies 


directly 


commercial banks. As a result the 
banks have “rationed” their loans; 
interest rates, generally, have been 
rising, and mortgage money in par- 
ticular has become scarce and ex- 


Continued on page 94 
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30 footcandles. Installation 


and Consultants—Gilbert Associates, Inc. 


Here are five performance benefits that make Sola 
constant-wattage transformers pay off in modern 
mercury lighting installations: Light output is con- 
stant within -1% with line voltage changes as great 
at +13%. Line-current starting surge is limited to 
normal operating value—eliminates need for heavier 
wiring, time-delay relays. The constant-wattage cir- 
cuit limits primary current under abnormal condi- 
tions—lamp failure or secondary short circuit will 
not overheat the transformer. Stable operating con- 
ditions insure rated lamp life. Line voltage must dip 
30% below nominal before lamps extinguish. 





y-four 1000w color-corrected mercury lamps, spaced on 20 x 30 ft. 
centers, are mounted 50 ft., 6 in. above floor. Maintained illumination ts 
Metropolitan Edison Co., Reading, Pa., 
Portland Station. Electrical Contractor—-H. N. Crowder Co., Engineers 


Sola-ballasted mercury lamps 
specified for new generating station 















Sola transformer No. 77020 maintains 
rated lumen output of H15 lamp in 
Holophane fixture within +1% even 
if primary voltage should vary over 
200 to 260v range. 





e 





Newest line of indoor Sola constant 
wattage mercury-lamp transformers 
features light weight, tmproved case 
construction; starts mercury lamps 
down to 20° below zero. 


The utility’s engineers and consultants recognized 
these benefits and specified constant-wattage trans- 
formers. Consult your Sola lighting representative 
for further information, or write for Bulletin MV-396, 


SOLA Br, on. 


ic P t 
Cc i Basic Products 


SOLA ELECTRIC CO. Corporation 


4633 West 16th Street Chicago SO, Illinois 


NEW PRODUCTS 





Pen Heat 

Electric floor heater is used for far- 
rowing pens 
New 


in concrete 


heater can be installed 
floor of 
fattening to keep piglets from 


freezing in cold weather. Unit 


electric 
farrowing and 
pens 
ncor 
porates pre-spaced thermo-plastic in 
sulated resistance wire which — is 
anchored in place in galvanized steel 
I 8-in 
and ground 
Heat of 42-w 


230-v, ac- 


mesh mats 6-ft long and wide 


Non-heating lead wires 


lead are also attached 
per sq ft is dissipated on 
manufacturer. e Easy- 


Lakeville, Ind. 


cording to 


Heat, Inc., 


Temperature Control 


All controls may be mounted at 
single location 
New type PC “Chromatrol Electronic 
Controller” gives highly sensitive tem 
control, maker within 
up to 600 deg F. Stainless 
l-in long and 


perature Says 
1 deg F, 
steel sensing element is 
Loads up to 10 
without 


i-In in) diameter 
kw can be controlled directly 
contactor, accord 
ing to manufacturer. May be 
120, 208 or 240-v, 60 

covers dual-range from 25 deg to 225 
deg F or 200 deg to 600 deg F. e 


Edwin L. Wiegand Co., Pittsburgh, Pa. 


separate magnetic 
used on 


Scale 


CYC les 


Recessed Fixture 


Unit has “plug-in” 
trical assembly 


unitized elec- 


New recessed type lighting fixture has 
“plug-in” unitized electrical assembly 
which can be replaced at ceiling by 
a tested spare in less than a minute, 
maker says. Called the “shallotroffer” 
the new fixture recesses into a 5'%2-in 
plenum chamber. Series includes 
choice of 11 diffuser types. e Globe 
Illumination Co., Los Angeles, Calif. 


Wiring Devices 
Devices have automatic wire strip- 
per and lock terminals 


available 
stripper 


Switches and outlets now 
with built-in 
and “Pressure-Lock” terminals, which 


wire 


automatic wire 
eliminate need for separate 
strippers, maker According to 
manufacturer, all that is required to 
AWG No. 12 or No. 14 wire 
into stripper opening 


Says 


strip any 
is to insert wire 
to depth of mounting screw which is 
held tightly in the device. A_ slight 
pull insulation. Stripped 
ductors are then pushed into terminals 
and firm connections are 
made automatically. e General Elec- 
tric Co., Wiring Device Dept., Provi- 
R.I. 


SUrIps con 


electrical 
dence, 
Two-Button Switch 


Pendent switch available in 
button model 


two 


Each button of switch is integral with 
housing, which is of molded 2-piece 
Hycar. New said to be 
virtually maintenance-free. Switches 
are precision snap-action type and are 
designed for use on circuits up to 460- 
v, 20-amps. Unit features watertight 
integral button-and-housing feature 
for maximum operator safety, 
watertight cord entrance design. e 
Joy Mfg. Co., St. Louis, Mo. 


design, is 


also 


Door Chime 


Non-electric unit has optical lens 
viewer 


New 2-note door chime unit has wide 
angle, optical-type lens that lets you 
check entire doorway area without 
being seen. It is impossible for caller 
to see through viewer from outside, 
maker Chime is non-electric 
Outside plate is gold anodized alumi- 
num with space for name and apart 
ment number 
cinnati, Ohio. 


Says. 


e NuTone, Inc., Cin- 


Troffers 

Available for rapid start or slim- 
line lamps 
New series, called “l a. 
offered in 4 and 8-ft basic units, and 
with con 


niversal 
extension connectors for 
tinuous runs. Designed for use in all 
types of ceilings. Fully 
sures are die-formed with light trap 
to prevent light leakage. UL listed 
and ETL approved. e Pittsburgh Re- 
flector Co., Irwin, Pa, 


framed clo 


Light Control Switch 


Operates without use of rheostat, 
maker says 


Unit has three 
HI-LO-OFF. Electronic control offers 
finger-tip with no 
cycle, according to manufac- 
Switch available in either regu 
size for 


toggle positions for 


positive control 
fixed 
turer 
lar or interchangeable QST 
either single or multiple gang boxes. 
e Slater Electronics Corp., Glen 
Cove, N.Y. 


Heater 


Unit mounts flush with floor 
signed for "problem" areas 


de- 


Unit can be used in front of windows 
or in Heater model 
FI-4, is 14'%-in long, has capacity of 
400-wts and model FI-8 is 

long and has capacily ot SOO w 
wide and 


passageways. 


30l%-in 
Both 
814 -in 


models are 6'¢-in 
deep and operate on 120 or 240-v. e 
Electromode Div., Commercial Con- 
trols Corp., Rochester, N.Y. 


Pipe Thread Tape 
Seals threaded and coupled pipe 


joints 


Called “Scotchrap” brand dry thread 
4212, tape conforms to all 
pipe threads and _ fittings, 
Tape eliminates need for 


sealer No 
types of 
maker says 
brushing away dope solutions on pipe 
fittings, maker says. White, pliable 2 - 
in wide tape available in 260-in or 
520-in lengths. e Irvington Div., 
Minnesota Mining and Manufacturing 
Co., St. Paul, Minn. 
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WHITNEY BLAKE 


PORTABLE CORD 


Wholesalers who stock and sell Whitney 
Blake DYNAPRENE Portable Cord find 


ane | = new markets open to them with other WB 
OPENS UP products purchased by industry, 


NEW institutions, municipalities and others... 
MARKETS It’s worth investigating. 
= t ! DYNAPRENE Portable Cord provides 
Os premium service to your customers at a 


price that is competitive yet provides 


a comfortable margin of profit. 


Write today for this 
complete catalog 
... free of course. 


Well Built Wires Since 1899 








( WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTI UT 
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NEW PRODUCTS 





Transformers 


Units designed for single-lamp and 
two-lamp operation 
New 
ry-lamp 


constant-wattage mercu- 
low-tem- 


line of 
transtormers for 
indoor service Units de- 
single-lamp and two-lamp 
100-w HI, H25, 
H33 lamps. Operate in temperatures 
down to 20 deg F, maker says. 
Pwo-lamp and single-lamp units avail- 
ible for input voltages: 115, 208, 230, 
277, 460 e Sola Electric 
Co., Chicago, Hl. 


perature 
signed for 


operation of and 


and 57 5 


Clutch 

Available in five ratings—30-725 
lb-ft of torque 
Face-tooth clutch ts addition to 
line of stationary-field electro clutches 
Fine-tooth profile affords very low an- 


new 


gular displacement on repetitive en- 
gagements. Multiplicity of fine teeth 
make clutch useful for precision feed 
drive and positioning applications, 
maker says. @ I-T-E Circuit Breaker 
Co., Philadelphia, Pa. 


Light Control 


Suitable where only a few lamps 
are to be dimmed 


Unit will control up to 200-w of in- 
light or five rapid-start 
Wall-plate is 5-in 
x 5-in. Available in brushed brass, 
stainless steel, and prime painted. 
Knobs in ivory, grey, or black. Unit 
called “Luxtrol” light control type 
WBD200 has built-in input switch 
which disconnects when knob is in the 
“off’ position. ¢ Superior Electric 
Co., Bristol, Conn. 


candescent 
fluorescent lamps 


Heater 


Unit has safety switch that cuts 
off current when lifted or tilted 


Compact portable electric room 
heater weighs 11-lbs and is 11%4-ins 
high, 11%-ins wide, 6%%-ins deep. 
Called “Mighty Mite”, 15 models 
available; 12 automatic and 3 manu- 
ally controlled. Unit has red light 
“ON” indicator and fan for heat dis- 
tribution. e Ceilheat Inc., Knoxville, 
Fenn. 


Outlet Box 


Unit permits maximum amount of 
flexibility, maker says 


Designed to fit all standard 2 or 3- 


wire, 10-, 15-, 20-amp_ receptacles. 
Series No. 3000 may be any- 
where, according to manufacturer 
Rubber construction is said to protect 
finished surfaces, exposed machinery 
and is safe around live electrical con- 
tacts. e Daniel Woodhead Co., Chi- 
cago, Tih. 


used 


Line Clamp 


Available in sizes from !/4-in to 6- 
in diameter 


Line clamp known as TASO000 series 
can be opened and closed indefinitely 
without distortion, maker says. Clamp 
is said to be completely self-contained. 
Features: hinge built into parent metal 
itself, which allows clamp to be 
opened and closed without binding or 
distorting; disconnect nut that can be 
disengaged easily; can be opened and 
closed without removing clamp from 
its fixed mount. e TA Mfg. Corp., 
Los Angeles, Calif. 


Contactors 


Mechanically held contactors avail- 
able in small size 
New line of type “CRA-MH” mechan- 
ically held contactors available in 
NEMA sizes 0 through 5, with 2, 3 
or 4 poles. Units are small size, light 
weight, straight-through front wiring. 
Contactors are electrically operated 
switches closed by momentary ener- 
gization of coil and then held in that 
position by mechanical latch. Units 
are also equipped with a second coil 
to provide remote-control operation. 
e Arrow-Hart & Hegeman Electric 
Co., Hartford, Conn. 


Meter Sockets 


Unit has provisions for 5th and 6th 
terminals 
New line of 100-amp meter sockets 
are now available with steel or alumi- 
num enclosures. Features are: angled 
lay-in type lugs with pressure plate, 
triple neutral, space for 5th and 6th 
built-in “interference” between 
cover and enclosure, both fixed and 
interchangeable type hubs available 
from 2-in hub size down to no hub. ¢ 
General Switch Co., Brooklyn, N.Y. 


jaws, 


Fuse-Breaker Unit 


Designed for service entrance and 
feeder protection 


New 600-v, 200,000-amp coordinated 
fuse-breaker unit, called the ‘Fuse- 
matic” now available for service en- 
trance and protection where 
high fault current exists. Unit offers 
fault circuit protection at a lower cost 
than if conventional breaker alone 
were used, maker says. Unit combines 
components of conventional low-volt- 
age power circuit breakers and cur- 
rent-limiting fuses. Rated up to 1,600- 
amp continuous and 200,000-amp 
interrupting capacity, and is 24-in 
wide and 22'%-in high. Available 
with either manual or electrical op- 
eration, has frame size of 1,600-amp 
and range ratings from 200 
to 1,600-amp. Can be supplied in 
either fixed or draw-out mounting, 
with or without enclosures. e Feder- 
al Pacific Electric Co., Newark 1, N.J. 


feeder 


of coil 


Outdoor Fixtures 


New line of outdoor lighting fix- 
tures is now available 
New line includes one with built-in 
“Light Command” to turn lights on at 
sundown and off at sunrise. Lantern 
post also has 3-wire outlet for use of 
outdoor appliances. ¢ Moe Light Div., 
Thomas Industries Inc., Louisville, Ky. 
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in on this Spool Head! 


4638-20 — 
sit 18-3  —-vorrs 300 





A typical user of Royal Portable Cord said recently, “Royal 

products can be depended on for best service and trusted for 

time-lasting materials.” * That kind of acceptance is what makes 

this well-known spool head, and the ROYAL brand, pay off 

for wholesalers. Whether it’s #18 SPT-1 or #2 SO, or the wide 

range of Royal types and sizes in between, Royal’s ready-made ELECTRIC T 
acceptance means ready-made sales and profits for you. ++ + an associate of 

Talk it over with your nearby Royal representative ROYAL ELECTRIC CORPORATION 


PAWTUCKET, RHODE ISLAND 
IN CANADA: Royal Elect mpany (0 id, P 
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lighting with Trombolite’s one-man band of action: incan- 


7 TY. \ ry 7% 
V HE; RSA ] I LE descent only—fluorescent only—or the incandescent-and- 


fluorescent combination! Add Trombolite versatility (in positioning with extension to 39 inches, 
rotation in a full 360 degrees, all-around swiveling and complete assortment of desk, wall, floor 
and bench mountings) and you have the ultimate in home, office and plant lighting. The sweet 





music of the Amplex Trombolite story is available to you in our newest brochure. You can be a 


one-man band of information on Trombolite! Desk models—$34.25 less lamps 





Write for neu 


TROMBOLITE * 
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THE BEST COSTS LESS... 22cmcort./ 


Electricity builds jobs. Republic builds, too. New produc- 
tion facilities to meet the increasing demand for Republic 
ELECTRUNITE™ Electrical Metallic Tubing...the “INCH- 
MARKED” E.M.T. that will help you spark your sales and 
profits all through the 60’s. 

Quality made of highest grade steel, carefully controlled 
through every step of manufacturing, delivered to you in 
convenient bundles—Republic ELECTRUNITE E.M.T. is the 
fastest moving electrical raceway in the industry. Job-tested, 
job-proved under all conditions of service. 

ELECTRUNITE E.M.T. “sparks sales” of other supplies you 
sell your contractor customers, Call your Republic repre- 
sentative for complete merchandising information. 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


Cleveland 8, Ohio 
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SILVERSLICK inside finish makes wire 
pulling up to 37 easier. Wire-pushing 
easier, too. Contractors ask for it 


becouse of this featur 
ecccUco“x—~” 

““INCH-MARKED’’? an exclusive sale 

feature on popular sizes that team 

with the ELECTRUNITE Bender for easier 

fabrication and installation. Enjoys 

customer preference! 


<—_—— 
““GUIDE-LINE’® another so 
ture for easier bending olignmer 
better visability. Eliminates 
Featured on all populor sizes 
i le ad 


e.ecrauNire 


FEB. 7—13, 1960 











CABLE SYST 


Requires no separate Dyet or\Con 
" in any environment 


* i 


The revolutionary C-L-X Continuous, Corrugated, Light- 

weight, metallic sheath, that Simplex introduced to this 

Unusual pliability of C-L-X country two years ago, is now available in Aluminum, 

Sheathed Cables is shown here Copper or Bronze as well as the enormously successful Steel. 

as the cable is being installed. Simplex C-L-X pliable cable systems provide unexcelled 
ease of installation and mechanical protection. 

The corrugated metal sheath combines pliability for ease of 
installation with very great strength and seals the cable against 
penetration by oil, chemicals and moisture. 

Depending on the environmental conditions of the instal- 
lation, these power, control and communication cable systems 
can be furnished with or without plastic jacketing. 

Light, and pliable, C-L-X cables are easily installed, and 
require no special reels. 

Now, with corrugated Aluminum, Copper or Bronze 
sheathed C-L-X cable systems, the low resistance of these 
metals permits designs where the sheath may be used as a neu- 
tral or ground. These metals also permit the use of single as 
well as multiconductor cable assemblies in a-c power systems. 

For complete details on C-L-X sheathed cables, contact 
your Simplex Engineer, or write direct. 


WIRE & CABLE COMPANY 
79 Sidney Street, Cambridge, Massachusetts 
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/T/NER FITTINe 
Wo —_ : 


Individual cartons of couplings 
and nipples are shipped in 
master cartons for additional 
protection and easier handling. 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


BRAND 
CONDUIT FITTINGS 
CONDUIT PIPE PRODUCTS COMPANY -— COLUMBUS, OHIO 


PIPE COUPLINGS -¢- PIPE NIPPLES ¢ ELBOWS, RIGID & E. M. T. 
RUNNING THREAD « GOOSENECKS * WALL PLATES 
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NEW! 0.Z. PULL-N-SPLICE BOXES! 
CONVENIENT: COMPACT: ECONOMICAL 


Exclusive moisture-, fungus-, 


corrosion-resistant features! GREATER 
/ CLEARANCES TO 


/ 


FOR VOLTAGES TO 600 v. ‘ GROUND AND BETWEEN 
‘ CONNECTORS | 


‘ 


- 


ONE-PIECE “, 


/ CONNECTORS 
| FOR LOWEST , 
RESISTANCE 


~ ae 


TYPE “YCE"— ~~~, ;-- 


i 
EXPLOSION-PROOF ‘ 


L 
, NEED FOR 


BARRIERS 


TYPE — ; t 


O.Z. Pull-n-Splice Boxes mark a significant advance in pull 
box construction! 





Their highly compact size saves more space than ever! 


Their more efficient design means new savings in installation FOR VOLTAGES 
time and labor! TO 5000 v 


Their moisture-, fungus-, and corrosion-resistant features 

mean long, trouble-free service. Type “YPW" — Weatherproof 

Still, with all their features, the new O.Z. Pull-n-Splice Boxes Type “YPE" — Explosion-proof 

are smaller — and cost far less than conventional pull boxes 

...even late model competitive types! And, you get a bonus Deeper dome than “YCW” 
in high quality materials and workmanship so characteristic j and “YCE”. Furnished 
of all O.Z. products! without connector panels. 
For complete information on these and the many other O.Z. eh Ee Insulated pigtail splices 
products that mean more for you, call your local O.Z. dis- Tg a recommended. 

tributor, or write to the company. = ” 








+ CAST IRON BOXES 

* CABLE TERMINATORS 

* POWER CONNECTORS 

* SOLDERLESS CONNECTORS 


ELECTRICAL MANUFACTURING CO., INC. » GROUNDING DEVICES 


« CONDUIT FITTINGS 


Q 262 BOND STREET + BROOKLYN 17, Nv. Y. mune. 


Sales Office and Warehouse: 406 So. Cicero Avenue, Chicago 44, Ill. © ESterbrook 9-0326 te 
Office and Factory: 749 Bryant Street, Son Francisco 7, Calif. © GArfield 1-7846 
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CHANNEL MASTER 
ALUMINUM | 
EMT 


CHANNEL MASTER CORP. 


wiiiets Laborato, 
yonder ® in 5 Ing 


INSPECTED 


ELECTRICAL METALLIC TUBING 
ISSUE NO. EN-7/ 


Channel Master Aluminum EMT provides the advantages you 
want. It costs less to buy... looks better longer speeds up the job! 
For a price below that of steel, you can have Channel Master 
Aluminum EMT, the lightweight tubing that stays good looking 


... mirror bright, mirror smooth...inside and out. Aluminum EMT 
won't ever show its age. 


Packaged in standard 1-foot lengths, chamfered at both ends, 
it is also easier to cut, bend, and put together. The hard-drawn, 
seamless raceway facilitates fishing and wire pulling. Standard inside 
and outside diameters match all U.L. approved EMT fittings 


Profitable Channel Master Aluminum EMT franchises are still 


available. Write or wire immediately to find out if one is open in 
your area, 


oe 


CHANNEL MASTER CORP. ELLENVILLE NEW YORK 





“ADVANCE FLUORESCENT LAMP anes 


SAVE OUR COMPANY | oe MONEY AND 


iy 


KEEP OUR CUSTOMERS vetoes, HAPPY’’ 
as 


John J. McLaughlin — Vice President 
KELSO-BURNETT ELECTRIC CO. 
Electrical Contractors, Chicago, Ill. 


“Fluorescent Lighting Units utilizing efficient, cool operating ballasts require 
a minimum of service calls that are so costly to us and such an inconvenience 
to our customers. Quality ADVANCE FLUORESCENT LAMP BALLASTS 


save our company money and keep our customers happy’. 


To avoid expensive call-backs and costly down-time for your customers, always demand 
ADVANCE dependable Fluorescent Lamp ballasts. Their efficiency and performance is 
proved in millions of lighting units. They are the choice of the nation’s leading Original 
Lighting Equipment Manufacturers and America’s foremost Electrical Contractors. Repu- 
tations are built and maintained on ADVANCE Fluorescent Lamp Ballasts . . . truly, 
“The Heart of the Lighting Industry”. 


“The Heart of the Lighting Industry” 
__eeened reese - ae 2950 NO. WESTERN AVE. CHICAGO 18, ILL. U.S.A. 


Manufactured in Canada by: Advance Transformer Co., Ltd. 5780 Pare Street, Montreal, Quebec, Canada 
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WEAVER 


... than any other 
water-pipe clamp 


HERE'S WHY: 


When your customers compare Weaver Bronze Clamps 
with others, they find Weaver Clamps are bigger, 


heavier and more rugged. Extra metal at pressure 


YOU GET MORE SALES... points gives maximum strength and increases conduct- 
BIGGER PROFITS 


Only three types to stock to cover every grounding 
job. Sizes for 4” through 4” copper or galvan- plated screws prevents rust and corrosion. . . assures 


ivity. All-Bronze construction with heavily cadmium 


ized pipe... meet all contractor and utility spec- ‘ a . 
uh ne permanent grounding. The swinging top cuts install- 


ifications. WEAVER is a complete quality line that's 
easy to sell. ation time and increases contractor's earnings. 


Advertised in leading electrical publications and 


J. A. Vd FAV fF R direct mail to your customers and prospects. 


_omoany 2110 Howard Street * St. Lovis6,Mo. * GArfield 1-6336 
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ODUCT 


POLICY 


LET’S TALK PROFIT OPPORTUNITIES 


NEW yAN he od nN | 1 o Co) Cola Otelal ine) 


offers ONE-TWO PROFIT PUNCH 


Complete Line of Low Voltage Control 
This new line of Size 0 to 4 Allis-Chalmers control 
includes a full range of standard, special design and 
iccessory devices to meet the needs of most industrial, 
commercial and domestic motor control applications 


Minimum Inventory Requirements 
Flexible, unitized design permits fast, inexpensive modifi- 
cation in the field, with minimum inventory requirements 
In addition, fast delivery from regional warehouses and 
factory keeps your inventory requirements down. 


Unsurpassed Mechanical and Electrical Life 
Millions of “life test’ operations attest to quality of 
design and construction — guarantee your customers un 
urpassed dependability and operating life 


Complete Control Line 
With an Allis-Chalmers franchise, you have the advan- 
tage of a complete line of industrial control —low voltage 
equipment through Size 8, high voltage control, de con- 
trol, special devices and control systems 


Money-Making Franchising Practices 
Allis-Chalmers recognizes that offering a top quality 
product is only the foundation upon which maximum 
profits are built. That’s why an Allis-Chalmers franchise 
includes these additional profit-making advantages: 

@ Direct assistance in specialized sales and engineering 
applications 
Sales-producing product meetings in the field and at 
the factory for your salesmen, 
Selective appointment policy. 
Liberal exchange policy on stock products 
Continuous research and development to provide 
new products that stay ahead 
Sales promotion and national advertising designed 
for distributor sales impact 
Diversified line of electrical equipment from one sup- 
plier — motors, transformers, regulators, unit sub 
stations, switchgear and circuit breakers 


Let’s talk it over. Profitable opportunities are still open. For informa- 
tion, call your nearby A-C district office or write Allis-Chalmers, 
Distributor Sales Promotion, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS 








A TRADEMARK TO REMEMBER 


CORNER The enthusiastic acceptance of Red @ Dot Conduit 
ELBOWS Bodies has been overwhelming. Our thanks to the 
ever growing number of distributors 


Available in a 
wide selection of styles 
Sizes up to 4” Series “A” 
Sizes up to 2” Series ‘‘B”’ 


COVERS 


Series A’ Conduit Bodies 
Threaded for heavy wall 
rigid conduit. 


Series B’ Conduit Bodies 
Set-Screw for thin wall 
conduit (EMT) electrical 
metallic tubing. 


All Series take standard covers. 
RED @ DOT cast aluminum 
covers are available for all styles. 


Send for New illustrated Catalog 
of complete RED ® DOT Line. 


Sold only through Authorized 
Electrical Distributors 
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BUY AND INSTALL THE SAME DAY- 
no waiting for factory shipment! 


PLEASE! 
Toke o number 
tor 
better service 
+ 


PRANK ADA 
DISTRIBUTION PANELBOARDS 





PULL-OUT Off-the-shelf delivery from your local wholesaler! 
SWITCHES Just get the type and number of switches you need, plus 
the right-size enclosure, and complete the installation 

on the same day. 


Plug-in branches, used with filler spacers in enclosures 

10. 60 of larger than necessary for immediate requirements, make it 

100 amps.— easy to change switch capacities or add extra branches 
50-v. ° : . : ~ . 

or 2 smet. in the future. Choose from two types of plug-in 


600-v, switches—pull-out or hinged type. 


eoeneeeeee ‘ . * , 
Save time, trouble and money with ® Feeder 


HINGED TYPE Panelboards—tops in quality, safety, dependability. 
SWITCHES 4 Your Wholesaler has them in stock. 


Six 
ENCLOSURE 
SIZES A , 
Main: 4 1 60 ’ , 
amperes — for single RANK 
a ta + (Aeam ELECTRIC COMPANY 
phase 4-wirt cli 3 7 P.O. BOX 357. MAIN P.O. ST. LOUIS 66. MO 
witchboards « service equipment « safety switche . ad centers « Quikheter 
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DO IT FASTER: DO IT BETTER 


with 


STEELDUCT E.M.T. 


anda 


STEELDUCT-BENFIELD BENDER 


When you follow the 
BLUE LINE you keep 
bends in alignment, 
eliminate crooked 
offsets and saddles. 


SAVES TIME 





BENDALINER 





SAVES MATERIAL 


There's a built in “bench mark” on 
each length of STEELDUCT E.M.T. 
(‘’" to 1%" inclusive)...a straight blue 
line from end to end that simplifies 
bend alignments. To take full ad- 
vantage of the Blue Bendaliner 
Stripe, use Steelduct Benders with 
90° centerlines and shrink-back 
marks cast in. 


Write STEELDUCT for your free 
copy of Booklet “Making Conduit 
Bends That Fit.” 








Steelduct Products are UL approved and meet Federal Specifications WW-C-571a, WW-C-581c, WW-T-806b 


THE STEELDUCT COMPANY 


REPUBLIC STEEL BUILDING YOUNGSTOWN |, OHIO 
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EYE CATCHING, COMPACT 
COUNTER MERCHANDISER 
TURNS BIG PROFIT — IN 
MINIMUM SPACE. Discover the 
selling difference that imagin- 
ative merchandising makes! 
With BULL DOG, you get extra 
sales . . . impulse sales that 
speed turnover and build profit. 


BULL DOG is the name your 
customers know .. . the quality 
tape that sticks tight, stays tight! 


MAKE BULL DOG Sell the best. Sell BULL DOG! 


YOUR PET TAPE... 
for every purpos Pr 
2 sea through verified 


° FRICTION : “ ihisisenband 


¢ RUBBER BOSTON WOVEN HOSE & RUBBER COMPANY 
, i={e}-g ge), Olv OF AMERICAN BILTRITE RUBBER CO inc. 
¢ PLASTIC : e BOSTON 3, MASS. 


Also manufacturers of Garden Hose - Matting - Stair Treads - Automotive Hose 
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The most significant development 
in ballast design since the 
introduction of fluorescent lighting! 


Way 
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permanently bonded into 


ONE SOLID UNIT... 
NO COMPOUND TO DRIP or LEAK! 











This NEW BALLAST 
-RFORMS any other now 





on the market. 


GONE FOREVER 
is the danger of 
COMPOUND 
LEAKAGE 


operates 
COOLER, 
QUIETER 
lasts LONGER 


PERFORMANCE 
is 
LOCKED-IN 


bar none/ 





The radically new concept of the DRI-LOK ballast is based 
on an outstanding development in electro-chemical re- 
search—a remarkably stable, ‘‘thermo-setting'’ material 
that will not react or combine chemically with any other 
material in the ballast. It cannot soften or liquefy under any 
operating conditions—for the entire life of the ballast. No 
other ballast offers this positive protection against the 
damaging leakage of messy black tar 


This new material also achieves extremely high dielectric 
strength. And, there is no danger of parts working loose 
and shorting, because it completely seals and bonds core, 
coil and case into one integral unit 


The new DRI- LOK ballast operates COOLER because the 
revolutionary new ‘‘thermo-setting'’ material fills the entire 
case. Its extremely high heat-conductivity, coupled with 
voidiess filling and complete bonding, make the case the 
most uniform and efficient heat dissipating unit yet per- 
fected. And because the ballast operates cooler, ballast 
life is extended. This exclusive “‘locked-in'"’ design also 
brings you quieter operation. The filler insulates as it 
seals reduces ballast hum to a new low. The DRI-LOK 
ballast truly promises you operating performance un- 
paralleled in the history of fluorescent lighting! 


another Cefferson engineered FIRST 


The DRI-LOK ballast is not a redesign or face-lift, but an 
entirely new concept in ballast design. It represents over 
2 years of concentrated development in the Jefferson 
laboratory—one of the largest and most respected in the 
industry, devoted to ballast research And this fully tested 
and proved design is backed also by Jefferson's 45 years 
of experience. We've finished it blue so you'll recognize 
it immediately. Write today for complete technical 
details on types and sizes. 


Fe(Jel 


FLUORESCENT BALLASTS 





FIVE NEW 
GEDNEY 
PRODUCTS... 


“that 
fit 


always!’ 


Nobody knows better than you do 
how much time, trouble and expense 
are involved when electrical fittings 
don’t fit properly. That’s why Gedney 
has adopted the simplest of mottoes: 
Gedney Fittings fit. And we mean it! 


Gedney Fittings are machined with 
unfailing accuracy, then carefully fin- 
ished, finally they’re scrupulously in- 
spected. Result? You no longer have 
to make allowances for the fittings 
(and time) you used to throw away! 
One more thing. These better fittings 
cost you no more! 


Think of all the places you can save 
time and money with these five new 
Gedney Fittings and Accessories! 


GEDNEY INSULATED MALLEABLE 
IRON BUSHINGS 
(cadmium - plated). Poly- 
ethylene collar is free to 
turn while bushing is 
tightened. . .prevents 
binding, twisting, 
during installa- 
tion. Sizes 4" 
to 6* 


— | 
<p) 


GEDNEY JUMPER WIRE 
BONDING BUSHING 


Jerless lug. Malleable 


GEDNEY PUSH PULL 
TAB CAP 
For plugging bushings 
etc Use again and 
again. Strong poly 
ethylene, in size: 
"A" to 2” 


GEDNEY STATIC PREVENTIVE 
GROUND CLAMPS 
Made to ground pipe or 
conduit from 4" to 8” 





GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. + RADIO CITY + NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 


GEDNEY FITTINGS FIT 
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» RUGGED WIRING DEVICES 


® Made from special materials that resist corrosive 
oisture, oil, grease, brine and most acids. 


“INSULPRENE” 


—a DuPont neoprene compound. 


‘“MONEL® METAL” 


—Reg. Trademark of INCO. 


‘‘MELAMINE” 


“CYMEL® —Reg. Trademark of Am Cyanamid 


HEAVY NICKEL-PLATED 
CURRENT CARRYING PARTS. 








, RESISTS 
CORROSION 


A COMPLETE NEW LINE OF EXCEPTIONALLY RUGGED WIRING DEVICES 
THAT RESIST CORROSION AND CHEMICAL ACTION 


52CM62 


3-wire, 15 amp., 125 volt 
“Melamine” Duplex 
Grounding Receptacle 


52CM11 


Weatherproof Lift Cover Piate 
for duplex receptacles 
used with FS boxes — 
No. 5210 with standard boxes 


52CM67 


3-wire, 15 amp., 125 volt 
Grounding Cap 


74CM20 


Metal Weatherproof 

Lift Cover Plate 

with heavy vinyl 
coating for single 
receptacles. Shown with 
73CM10 “Twist-Lock”’ 
Receptacle and 
mounted to 

standard FS box 


99CM66 


3-wire, 20 amp 
“Insulprene” 
“Twist-Lock” 
Connector Body 


99CM60 


Shown with 
“insulprene”’ 
“Seal-Tite’ 
Cover 75CM31 


17CM51 


Weatherproof 
“Insulprene” Plate 
and A.C. “Presswitch” 
Combination. 


Listed by: Underwriters’ 
Laboratories, Inc 





One of industry’s most extravagant expenditures is for 
the replacement of wiring devices which have been 
eaten away by corrosion. This year-round menace to 
life and property causes ordinary wiring devices to 
deteriorate to a dangerous degree in just a few months, 
causing power failures, accidents and down-time. Re- 
placement costs run in the millions. 


To guard against these evils, Harvey Hubbell, Incorpo- 
rated is introducing their new line of ‘‘Chem Marine”’, 
weather-resistant wiring devices engineered to with- 
stand corrosive elements including moisture, oil, grease, 
brine and most acids. They are constructed throughout 
from corrosion-resistant materials which insure extra 
wiring dependability and safety, plus tremendous savings 
in maintenance and replacement. 


“Chem Marine’”’ devices are identified by their bright 
yellow color. Those shown, at left, are representative of 
the complete line and other units may be added by 
talking with Hubbell engineers. If you have questions 
as to the suitability of ““Chem Marine”’ units for spe- 
cial industrial or chemical applications, simply contact 
the “Chem Marine’ Department, Harvey Hubbell, 
Incorporated, Bridgeport 2, Connecticut 


AREAS OF APPLICATION 


LAUNDRIES CHEMICAL COMPANIES PLATING ROOMS 
PAPER MILLS MILK PLANTS MEAT PACKING PLANTS 
SHIP YARDS WAREHOUSES SHIPPING PLATFORMS 
LEATHER TANNING INDUSTRY AUTOMOTIVE INDUSTRY 


HARVEY 
HUBBELL, 


INCORPORATED 


BRIDGEPORT 2, CONNECTICUT 
In Canada: Scarborough, Ontario 





TAPES 


THE “U.S: LINE OF TAPES KEEPS 


These famous brand names featured are 
the widely selling tapes required for 

the innumerable splicing and repair jobs in 
commerce, industry and the home. You 

sell customer satisfaction when you sell 
thisline of tape. The “U.S.” line also 
includes premium tapes specially made 
for use by utilities; power plants and mines, 
to name just a few industries. These are 
trade named Gray Perfection Tape, USCO 
Splicing Compound, Uskorona® Splicing 
Compound. The line is complete for any 
and €very need. Get the line from one 

of the “U.S.” branches, or 


write address below. 


U.S. SECURITY FRICTION TAPE 


Although competitive! priced, this 
outstanding grade of electrical and 
general-purpose tape has all the 
characteristics of higher priced tape. 
It contains no pinholes — does not 

* ravel when unwound from t) 
roll — tears straight. 


U.S. SECURITY RUBBER TAPE 


The ideal commercial quality of unvulcanized 
rubber tape for all general electrical work 

U.S. Security rubber splic Ing compound 
possesses all the necessary physical properties: 
tensile elongation, tackiness and dielectric 
strength require d for good, durable splic es 

It is easy to handle and will fuse into a solid 
mass without the application of heat or undue 


pressure, 
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U.S. HOLDTITE® FRICTION TAPE 


SsGontains no free sulphur or other ingre« 

wrious to metals or fabrics. Exceed 

sical requirements of the A.S.T.M 
Specification. Handles cleanly without raveling 
@r waste —has no pinholes — has high dielectri: 
strength for high voltage jobs 

It has unusually high tensile strength and 
strong adhesion and makes 


durable and lasting 


U.S. HOLDTITE SPLICING COMPOUND 

A high-gr ide rubber splic mg compound 

exceeding A.S.1T.M reqigrements 
U.S.Holdtite rubbessah i io 


Mechanical Goods Division 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 
Rockefeller Center, New York 20, N.Y. In Canada: Dominion Rubber Company, Ltd. 
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EMERSON 
ELECTRIC... 
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that means easier 


Sell your customers this complete line of electric heat 

that is pre-sold for you through contractor-builder Bic 

publications and national advertising. Baseboard heat vouunueesonaqoenaaaaonesentuee 

ers gently circulate heat without a fan. Emerson TEP OU UATE EAA TY 

Electric in-the-wall recessed heaters silently pro ifs: sstifl 

vide safe, clean heat. Emerson Electric ceiling cable 1 AAU: SHA 
assures uniform comfort throughout rooms. Built : dHi)tttitt 








in-the-wall Northwind heat pumps cool when it’s hot — §)|{{i HAMWIII: 
and heat when it’s cold. All are fully guaranteed by EMEA IE 
Emerson Electric 


Another of the Finishing Touches from Emerson ' anal »> 

Electric...pre-sold packages of quality electrical acces ny ae inf a 

: > ‘ ag aetea -_ Ps . . / in-the-waill adian ea nfra-red an 
sories that mean easier selling... more money for you! samaeae Seiten Gait Gace Canter 


EMERSON ELECTRIC 


BUILDER PRODUCTS GROUP 





EMERSON s+. vouis. mo pryume POMONA,CAL. KEYSER, W.VA. 
—4mperial LATROBE, PENN Rittenhouse HONEOYE FALLS,N.Y. 





Write Dept. B16, Emerson Electric 8100 Florissant St.Louis 36, Mo, 
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Light Control DIMSWITCH y 








307% 
| ¢ A MUST FOR CHILDREN’S ROOMS... LIGHT! 


¢ GLAMORIZES ANY ROOM 





e PAYS FOR ITSELF IN ELECTRICITY SAVED 
e INCREASES LAMP LIFE 20 TIMES 
e DIRECTLY REPLACES ANY EXISTING SWITCH FOR INCANDESCENT LAMPS 


e OFF IN CENTER... ELIMINATES CYCLING THROUGH BRIGHT. AVOIDS EYE SHOCK! 


Fits any standard switch box! ie CoMeleleliilelalelMmudisiils Meuel iiguek 


‘Slater ELECTRONICS CORPORATION, GLEN COVE, NEW YORK 


UL LISTING APPLIED FOR 











Many orders to different manufacturers 


ONE ORDER TO REVERE 


Cut your paperwork and overhead by 
ordering all outdoor lighting from Revere 


Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan- 
descent, mercury and fluorescent lighting fixtures, cluster 
lights, hinged and rigid poles, transformers, and acces- 
sories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business. 


Simplified ordering, pricing, billing 

You can save time and money by ordering all your out- 
door lighting equipment from one reliable source. With 
Revere, you can select all components from one catalog, 
place one order, have one price source, receive one 
invoice. Sales costs and clerical detail are kept to a 
minimum, and your overhead is reduced accordingly. 


Lighting layout service helps you sell 

Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts fast 
and at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience 
sure the lighting is engineered for peak efficiency. Send 
us specifications for your next outdoor lighting job 


you're 


Matched units for trouble-free installation 
You can cut contractor call-backs by ordering all com 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer no wasted time co-ordinating 
and expediting deliveries from several suppliers. 


Write for Revere Outdoor Lighting Catalog 


OUTDOOR LIGHTING 


Revere Electric Mfg. Co. 


7420 Lehigh Avenue e Chicago 48, Illinois (In suburban Niles) 


Long Distance Phone: Niles 7-6060 © Chicago Phone: SPring 4-1200 ¢ Telegrams: WUX Niles 


In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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New 
RACO 


WELDED S 


...big cost savings.. J 


aa 


New RACO welded switch boxes 
important advantages: 


—big cost savings per box 
—greater strength because box is proje t 
—three sets of “straight-through” nail 


—new knockout slots at each end for easy 
tight areas . 


-—flat sides for quicker, smoother installation 


Your RACO Distributor has the new welded non-gangable, 
beveled corner switch boxes with or without staked nails, 
with or without ears. Try them now for greater savings, 
easier installation. 


ALL-STEEL EQUIPMENT ING. 


AURORA, ILLINOIS 


ae 











i) 
6 ' 
“to 


No. 495 ei-cor- 


/ Ner box Gtaked 


nails for aster. 














No. 482 is avali- 


bie with two- 
ee plaster ears 


ve 





ome a hee.y & 
dale) (-t-t-lilare| 








FOUR qualities—aggressiveness, honesty 
and creativity—can do a lot to 
win over the confidence of a 


Here, Stockdale 
qualities to good use as he fills out an 


service 
customer 
(foreground) puts these 
order to replace some fast moving equip 
ment that has left spaces on dealer Sam 
Klion’s floor. Klion buys appliances and 
housewares City 


from Electric Co 





Salesman Jim Stockdale 
work on a 


UGH! 


does 


moves 


some creative major 


How a Top Appliance Salesman Uses: 


The Power of Positive Sell 


Order takers, defeatists—they have no place in appli- 
ances. Salesman Jim Stockdale tells why an industry is 
sick, how it can be cured and sold-up right. 


ORMER A&S © salesman Jim 
Stockdale, now selling appliances 
for City Electric Co., Inc., 

Binghamton, N.Y., says that his total 

sales will hit $300,000 in a 12 month 

period ending June Ist of this year, 
and that housewares will account for 

25% of this figure. 

His secret? He packs five qualities 
80-mile. 


These 


on sales calls that cover an 
24-county radius in upstate N.Y 
qualities are: aggressiveness, psychol- 
ogy, honesty, service and creativity, 
and they have enabled him to sell the 
“tough ones,” and win over the dealers 
who “have been contaminated by the 
sick practices of salesmen in 
the appliance-housewares market.” 


some 


Aggressiveness 
Stockdale says that 
“work, work, work,” in order to keep 
water in the ap 


you have to 


your head above 
pliance industry. The distributor sales- 
man has to eat, live and sleep the 
business. He has to love what he is 
doing, be intrigued by it, and thrive 
on it. In addition to helping new and 
old accounts in building up their 
businesses, he must be constantly prob- 
ing for new customers; policing the 
distribution pattern and protecting the 
dealer structure with all the aggres- 
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siveness he can muster, because if he 
doesn’t, a lot of business can disappear 
down the drain. He must thor- 
oughly school the dealer in new prod- 
products that his customer 
has not handled betore, so the dealer 
is able to romance them 
in selling to the consumer. 

“The manufacturer’s man doesn't 
escape me either,” claims Stockdale 
‘When he appears, I work his pants 
off,” he quips. “It’s 
factor when I walk 
with a manufacturer's 
elbow.” 

Application: 1—Six months 
Stockdale almost drove past a dealer 
that City Electric had been selling 
housewares to. Instead, he decided to 
drop in, say hello and inquire about 
selling major appliances. The dealer 
was limited as to the amount of space 
he had, and Stockdale's idea of putting 
three refrigerators in the window (the 
dealer would have to fill orders by 
tapping the City Electric warehouse) 
seemed ridiculous. “It took six months 
to convince him,” says Stockdale. “I 
had to keep pushing and pointing out 
the advantages.” The dealer, Saul 
Rosen (see picture above), now has 
three refrigerators in his window and 
says he will do a landslide 
“Usually,” Stockdale 


also 
ucts, or 


a big factor 


quite a 
into a 
man at my 


prestige 


dealer’s 


ago, 


business 


claims, “a 


new 


applianc e 


position is he 
Saul 


refrigerator into right 


window display for Rosen 


CLOSING a deal with owners Saul and 


Mis. Rosen, Stockdale supplies them with 
promotional literature to help them out 


dealer will 


either 


purchase by 
You 
this 


quality his 
one of two comments: | 
scoundrel for selling me 
You are 
The 


fear 


are a 
merchandise; 2 
for selling me this majority of 
them, suffering from that they 
won't be able to move the equipment 
call Stockdale 
he was a great guy 


a great guy 


usually a scoundrel. In 
Rosen’s case, 
Application: 2——‘The 
plaguing the appliance market is the 
order-takers who are as thick as flies 
and the defeatists who do all their sell 
ing in bars or over coffee cups.” Stock 
dale also says that their indifferent and 
rub off 


worst illness 


beaten-down attitudes not only 
on salesmen friends but also on dealers 
They create a chain reaction that does 
an excellent job of clouding up the 
appliance industry. 


“If someone,” he “could 


exclaims 


CONTINUED 





Power of Positive Selling (cont.) 








What Management 


; 





housewares are moving 


Thinks: 


to be romanced if you 


a vear, adv ertuising and direct mail are used to woo dealers. 


‘They have to have a 


‘We work very closely with them on credit problems (which 


we dont have many 


days to pay so they have time to move merchandise. The only 
problems we have to face are the constant maintenance of the 


dealer structure and distribution pattern 


Bruce Isaacs, manager of City Electric, says appliances and 


want to sell them, 
role is played by hard hitting promotion. Dealer shows, twice 


‘ 
Ol 


at an excellent rate. “But they have 
he adds. A big 


of attention too,” Isaacs says. 


lot 


), sometimes giving them up to 90 


but it’s worth it.” 








misfits into one place and 


to 


much 


these 


them 


xel 
ask 


would 


please get oul things 
There 1s 
weaklings Stockdale 
‘Its a tough enough 
the order-takers 


tougher for 
the 


be smoother 


no room tor 


says, and adds 


market, 


deteatists 


and 
the 
right 


without 
making it 
salesmen who are selling it 
Way 

But them 


place, and even if you did tell them 


you cant get in one 


it wouldn't change things,” he says 
‘The only way to fight it is with 
gressiveness: selling yourself up 
selling them down.” 

The City Electric 
that order takers should 
“They nonentities who feel 
lines are so important that the dealer 
will automatically buy them. They 
spend their time knocking other lines 
thinking that theirs will sell itself. But 
what they is 
that knocking other 
the and that no product 
in the itself. The 
order-taker does nothing to help the 
the 


ag 


and 


salesman Says 
eXIst 


their 


not 


are 


don't realize,” he says, 


lines only alien 
dealer 


world 


ates 
can sell 


dealer his doors 


dealer sO opens 
to other salesmen.” 

How the 
featist work? Says Stockdale: he asks 
will the bomb drop to- 


will there an inflation, 


does mind of the de 
himself, 
morrow? 
recession, depression? Why did I lose 
that order? With all things 
against me—what’s the sense of push- 
ing myself? “Pity the poor defeatist,” 
says Stockdale. “He’s the salesman with 
the crushed look, the voice of doom, 
the worries of the world on his shoul- 
ders. He doesn’t know he can reroute 
the energy it takes to worry into sell- 
ing. 

“The defeatist’s attitudes 
They hit the dealer and other sales- 
men. Everywhere he goes he leaves 
a grim scene behind. They the 
market is lousy, without stopping to 
think how much housewares and ap- 
pliances have become so much of a 
necessity in a growing population. 
Even one man,” Stockdale says, “can 
ruin a market. 

“If things look bleak to the dealer, 


be 


these 


spread. 


Say 


look 


his 


atist, he will 
by 
more salesi 


Again,” 
to | 


pecuuse oO del 


better 
to 


deals 


lol opening 


more and ren 
e The Solution 
Stockdale 


this situation Is 


doors 
Says 
onk Way Attlee 


the 
with aggressiveness 
optimism 


the 


ugveressive 
When 


themselves 


dealers start) spreading 
out thin-——ov 

Stockdale says 
button 


five OF SIX 
that it’s 
time to push the panic “Let 
the dealers know that when they do 
business with many they will not get 
the help, confidence and service that 
they would get from one. After all,” 
Stockdale states, “why should a sales- 
man go all out to improve the busi- 
ness of a fickle dealer?” 

But taker does 
about and 
fealist 


the aggressive salesman 


¢ 
I 


distributors 


care 
de 


to 


not 
the 


order 
fickle 


up 


the 
the dealer 


vives too easil It's up 


Psychology 
Stockdale 


emotional 
the 


involved 


salesman, says, 


The 
generally 
to 

always 


Is an person. 
Hed creative 
work he ts lo 
make up for this sensitivity, he has to 
have a thick crust to hide his feelings. 


It comes in handy when he makes his 


have be to do 


in 


calls and has to:” 
e Tell the dealer what he wants to 
hear—without lying 
e Treat them as he 
treated. 
Stockdale’s selling 
points 


would want 


be 
In book, 
are two important to 


membered. “They mean a lot when it 
Stock- 


to 
these 


be re- 
comes to adapting yourself,” 
dale says 

e First Call—“When I'm calling on a 
dealer that I’ve never visited before,” 
Stockdale explains, “I summarize in 
as short a time as possible everything 
about the side of his personality I’m 
going to deal with. Time is money. If 
he talks roughly, V’ll match him. If 
he’s soft spoken, I'll match him. I tell 
I carry right off 
lake a buck or 


them, not what lines 
the bat, but that I can n 
for them. They 
as much 


two are my custom- 


ers, just as the consumer 1s 


theirs.” 


alike, 
pur- 
limb 


accounts 
he 
out 


new and old 
that 


With 
Stockdale says never 
pose ly 


and that 
everything I’ve had to say, I still pre- 


leaves dealet on a 


“even though they've heard 
pare, analyze and collect myself be- 
fore | 

“Every 


individual 
in every county 
Stockdale 
important 


visit each 
town 1S 
claims, 
to the 
dealers who in most cases were born 
and raised there. One of the worst 
mistakes you can make is to laugh at 
their town or treat it as a small- 
time community. If you do that, your 
dead.” 


to me, 


important 


because they are 


sales are 


Honesty 

Stockdale re- 
salesmen 

They must 


I'm always amazed, 
lates, “at 
away with 
have very good memories. Sooner or 
later though, it catches up with them. 
They can't all the stories 
they tell, everywhere they tell them.” 

Stockdale you tell the 
truth, throw no flowers, talk straight 
turkey and adapt their way of 
thinking without giving up your own 
to 
be- 


how some 


I 
1iOng 
y 


being liars 


{ 


gel 


remember 
Says “il 
to 


never have 


account 


individuality, you'll 
worry about losing an 
cause you can’t be trusted. Actually, 


it all boils down to the Golden Rule.” 


Service 


After many a sale of appliances or 
housewares, Stockdale will return to 
the dealer’s at night and help him sell 
it. According to the City Electric 
salesman, it’s (1.) necessary to defend 
your own lines in front of the dealers; 
(2.) give the little more 
“savoir faire” in romancing appliances 
and housewares, by the example of 
the salesman’s pitch; (3.) you’re “mov- 
ing your own merchandise and you're 
making him a dollar or two.” 

There are no 


Stockdale 


dealer a 


Classifica- 
hold each 
dealer important as another. If I 
give another more attention, it’s be- 
Cause they are larger and have more 


dealer 
tions,” says. “I 


as 


problems to be taken care of.” 


Continued on page 108 
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A Looming Problem: 


Freight Charges—Who Should Pay? 


Are freight costs becoming an increasing headache in 
cost-cutting? Here is a current news bureau roundup of 
distributors’ opinions about the threatening situation 


ORE THAN EVER, electrical 
distributors are turning their at 
tention to cost-cutting methods 

in an attempt to reduce expenditures 

and to increase gross and net profits 

While each expenditure—indepen 
dently—can be a minor factor, they 
can cut into profits greatly when taken 
this, distribu 
in cut 


collectively. Because of 
tors are vitally interested today 
ting expenditures in many operating 
costs to raise the prospects for profits 

One of these categories deals with 
freight charges. Whether the distribu 
tor actually pays a freight company 
transportation charges for a shipment 
from the manufacturer, or the ship 
ment is prepaid, (and the manufac 
turer adds this cost to the bill to the 
distributor), the net result is the 
same: the electrical distributor 
the freight charges on the shipment 
from the manufacturer 
e Another Problem—Along with this 
problem goes the possibility of a rail- 
road strike early this year. This, of 
course, could mean freight 
charges facing the distributor. 

The rail bargaining dispute is build 
ing up steam, although rail and union 
officials admit privately that they do 
not expect actual negotiations to pro 
duce results. Rather, they anticipate 
that all the various bargaining moves 
in the industry will go before Presi 
dential emergency boards 

The Railway Labor Act’s rules will 
likely prevent an actual strike until 
May 1, although a strike could come 


pays 


increased 
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earlier than that 

There is an excellent chance that the 
disputes both wages and work- 
settled more 


much 


over 
ing rules—may_ be 
quickly now that the strike is 
settled. Union members feel that if 
David J. McDonald has held the line 
on working rules, they can, also 

e A Competitive Scheme—One dis 
tributor estimates that on the average, 


steel 


transportation costs him one per cent 





Background 


Late last year, a distributor called 
our attention to the “freight 
charge” problem and suggested that 
“serious thought” be given to it. 
In our role as problem-poser and 
solution-seeker, EW offers this fol- 
low-up to the original query. To 
define the situation, the picture 
here refers only to the distributor 
and manufacturer. 

Discussion of this problem does- 
n't end here. EW welcomes your 
ideas on freight charges. 





or more of the selling price 

No one gives us anything to off 
* the New England distributor 
Before World War I] we 
And I don’t think 
There 
One 
about 


set this, 
continues 
didn’t pay anything 
anything 


margin to pay 


we should pay now 
is nothing in our 
per cent of the selling price ts 
six per cent of the gross margin.’ 
This that where 
prepaid shipments are accepted as 


standard policies, there is little that 


distributor admits 


be done to remedy the situation 
however, that the 
taken distributor 


groups in an attempt to get the manu 


can 
He does, advise 
problem be before 
facturers to alter their freight-charge 
policies 

The 
present 


brought about because of competitive 


that the 
was 


distributor believes 


manufacturer policy 
situations 
“People use different schemes to sell 
“This is one of the 
problem here is that 
but ex- 
penses, such as freight costs, have in 


adds 
Our 
have 


more,” he 
schemes 
down, 


margins gone 


creased. If merchandise sold to dis 
tributors is on a prepaid freight basis 
gross margins should be adequate to 
allow for the increased cost of doing 
business.” 

Another somewhat dif- 
ferent. A second New England dis- 
tributor says that prepaying freight 
means giving an extra five per cent 
to his customer 

“This whole situation of paying di- 
rectly or indirectly for shipments from 
the factory is, in a sense, the fault of 
the distributor. If into 
his profits, then he is not doing a good 
merely an 


opinion 1s 


this cost cuts 


selling job. He is order 
taker and is, in effect, cutting his price 
to make the sale.” 

e What’s the Opinion 
realize that 
shipments can be—and is—a_ head 
ache, what are their about 
the situation, and what are they doing 
to solve the problem? Turn the page. 


While 
prepaying 


most 
distributors 


opinions 
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Freight Charges—Who Should Pay? (cont.) 





‘There is No Benefit to Us in Paying... 


1. Do manufacturers prepay shipments to you? 


freight on 


lines on which we 


ire fixtures, and I un 
standard practice with 


How 


hxture 


manufacturers 


our fluorescent 


freight 


shipping charges; we 
shipping charges; we 

situation arises be 
ut What we will do 


dith 


situation is a 


ol manufacturers ship 


prepaid. The other half is 
shipped on a collect basis. Of the lat- 


ter, 75% allowance for 


ments are 


prov ide an 
transportation 


The majority of manufacturers pay 
for the treight, but some do not 
The majority of shipments are pre- 


paid by the manufacturer. 


We order in quantities large enough 


to avoid having to pay shipping 
charges. Only on special items in small 


quantities do we pay for freight 


Nor mally, 
the manufacturer. 


all shipments to us are 
prepaid by 


W e seldom 
on fixtures 


prepay treight except 


We rarely see cases where we have 


to pay shipping charges 


Some 


f.o.b 


manufacturers quote strictly 


factory 


Yes 


of an 


knows the cost 
take it 
account when quoting to a customer 


The distributor 


order, and should into 


Every = distributor freight 
charges on orders below size or dollar 
value set by the This 
order size is regularly made 

and probably justified becau 


pays 


manufacturer 


increased freight and cartage costs 


2. Under what conditions do manufacturers prepay? 


These cases vary by manufacturers 
Some have 


others 


minimum weight require 
value re 


blanket 


nothing prepaid 


ments have dollar 


quirements, and many have 


policies of shipping 
by them 


where the manufacturer 


transportation allow 
for shipping 


Some ask the 
shipping and 


customer to pay for 


include the freight al 


lowance on the invoice 


* 
where the 


In cases order is special 


(for small amounts) or on certain fix 


tures Whose manufacturer does not al 


3. Are there benefits or disadvantages 


There are no benefits to the dis 
tributor in paying shipping costs. We'd 
prefer not to, if possible 

There are three benefits to the dis 
tributor when the manufacturer pre 
pays freight: it makes for quick and 
puts all 
distributors on equal competitive lev- 
els; it saves clerical work by 
the time usually devoted to debiting 
the manufacturer for transportation 
allowance 


easy calculation of cost: it 


saving 


* 7 


We do not like this practice at all 
There are no benefits from it 


48 


low for shipping charges, manufac- 


turer pays for freight 

. © 
Almost all manufacturers have a 
requirement below which 
they will not pay freight. This mini 
Usu- 
ally, it is between 200 and 300 pounds, 


and most of our orders are over this 


* x 


minimum 


mum varies with manufacturers 


We would expect to prepay freight 
had an order of less than 200 
pounds, but we customarily prepay 
freight on fixture shipments regard- 
less of quantity 


if we 


« 


manufacturer who 


who is the only 


Sometimes the 
has no competition 


We see no benefits to us in prepay- 
ing freight. The disadvantage is that 
very often the added has to be 
passed along to the customer. 


cost 


The disad 
vantage is that it complicates our cost 
accounting work. Freight rates fluc- 
and this means we must wait 
oftentimes to see what the total cost 
will be 


There is no advantage 


tuate 


It adds to our cost 
‘+ * * 


Contractors do not like to pay ship- 


will make 
all shipping charges 
regardless of the size or weight of the 
The distributor has 


manufacturer of a product 
distributors pay 
order. no choice 
in such a case if he wants to sell that 
product. 


4 


Some manufacturers strictly 
f.o.b. factory. Usually 


the manufacturer 


quote 
in these cases, 
has included ship- 
ping charges in the retail 
price or the allows a 
flexible retail price 


+ 


suggested 


manufacturer 


Shipping charges to all parts of the 


country are given to all distributors 


by most manufacturers, so shipping 


charges should come as no surprise 


in prepaying? 


ping charges, especially if they are 


good customers 


We object to prepaying not only on 
ethical grounds, but also because the 
wholesale and 
large enough to 
all the shipping charges 
which slip through the organization 
Our problem occurs most often with 
manufacturers who do not normally 
deal with distributors, such as manu 
facturers of heavy industrial equip 
ment like busways and feed rail equip- 
ment. 


price spread between 
often not 


take care of 


retail is 
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We Take Money From Our Own Pockets’ 


rhere is no benefit to the distribu- 
tor in paying shipping in any form. 
Just tell me how we can benefit by 
taking money out of our pockets? 
a * * 
Zone prices established by manu- 
facturers put freight from factory to 


4. Does prepaying 


this does cut 
varies with 


into 
the 


In most cases, 
profits. How much 
commodity involved. 


Paying freight by us does not cut 
into profits because it is added to the 
price of merchandise when possible. 


Profits are not cut into to any great 
extent because—on residential fixture 
lines—manufacturers give us a dis- 
count of 50-33% instead of the usual 
50-20. I assume this extra long dis- 
count is to help in defraying the cost 
of freight. 

Sometimes, prepaying freight does 
eat into profits because, due to com- 
petitive conditions, we cannot always 
pass the additional cost along. 


the West Coast into the cost of goods 
rather than separate charge. However, 
I believe manufacturers are cutting 
down on this. They are absorbing or 
passing on to eastern customers some 
of the costs of shipping to the West 
Coast in order to meet the prices of 


West Coast manufacturers, particu- 
larly in boxes. If the manufacturer 
pays and there is freight damage, the 
distributor must make a claim through 
the manufacturer. If freight is collect, 
the distributor can make a local claim 
quicker. 


freight cut into your profits? 


Prepaying freight cuts into our 
profits by almost 3%. Some time ago, 
it made a cut of only 1 to 1%4%, and 
it wasn’t a great consideration. But 
today, the 3% is something to be 
reckoned with. 

* * * 

Shipping charges are usually passed 
on to the customer, not taken out of 
profits. 

* ” . 

Quite often, we must take shipping 

charges out of our profits. 


- - * 


Jf a particular job is done by quot- 
ing, then shipping charges are included 
in the quote. But on stock items, which 
the customer has a right to expect on 
the shelf, shipping charges are ab- 
sorbed by profits. 


5. What brought about these shipping 


In all cases it is the policy of the 
manufacturer. Probably the main rea- 
son is that because of different rates 
for different zones, it is simpler for 
the manufacturer to quote one price 
and not worry about freight. 

* * * 

The manufacturers set up the pol- 

icies determining freight costs. 


6. What would you 


There are a few manufacturers who 
ship everything to us prepaid by them 
on a zone basis (steel tube makers, 
for example) and we'd like to see the 
others follow that example. 

~ * - 


The only solution to the problem 
would be for each wholesaler to inde- 
pendently write the sources he deals 
with who do not prepay and ask them 
to change their policy. If they get 
enough complaints, they'll do some- 
thing about it. 

* * * 


This is not a problem which can be 


Actually, we feel that the minimum 
required by some manufacturers be- 
fore they will prepay freight is too 
high. It forces some distributors to 
order more than they really should. 


7 * * 


This results from policies of manu- 
facturers 


This is a difficult situation. The dis- 
tributor places an order which is 
greater than the minimum on which 
the manufacturer will pay shipping 
But the order is shipped to the firm 
f.o.b. factory, and a clerk pays charges 
without consulting the buyer. When 
the buyer sees what has happened, he 
calls the manufacturer, who says he 
is sorry, and asks the distributor to 
deduct shipping from the invoice. 
Such errors as these are caught pro- 
vided shipping charges are significant 

greater than $10. Shipping charges 
of $100 or more would be caught 
every time. It’s those $8 and $10 ship- 
ping charges which can ruin your 
profit structure 

” . . 
Incoming freight charges amount to 


about 1% of our gross volume 


policies? 


Sometimes a manufacturer who has 
no competition—who the only 
manufacturer of a product—will make 
distributors pay all shipping charges 
regardless of the size or weight of the 
The distributor has no choice 


is 


order. 
in such a case if he wants to sell that 


product 


suggest to solve these problems? 


The 
matter before placing the order. 
. * . 


solved by association or group action 
The individual distributor must speak 
for himself to the manufacturers re- 
quiring prepayment of freight 


* - * 


all 


be 


ship 
no 


would 
there'd 


manufacturers 
prepaid, 


If 
everything 
problem. 

+ * - 

We think maybe something should 
be done about this practice as well as 
about those manufacturers who just 
require prepayment regardless of the 
size of order 
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only solution is to settle the 


We musi tighten our own organiza- 
tion and deal only with more ethical 
manufacturers who do not try to palm 
off their shipping charges onto the 


distributor 
. > 7: 


Many distributors qualify for free 
freight by holding back on orders for 
shelf goods and tacking a few onto 
special rush orders to bring them up 
to size the manufacturers will accept 
for free freight 





Six countermen with service totaling 137 years have proved that Maurice Electrical Supply can have 


a successful... 


Busy, Busy Counter 


A tailor-made operation for contractors 
has produced a successful counter busi- 
ness at Maurice Electrical Supply, Wash- 
ington, where experience is stressed. 


XPERIENCE—and lots of it—is probably one of the 
greatest assets for a good counter business at Maurice 
Electrical Supply Co., Inc., of Washington, D.C. 

In stressing counter selling and service, the firm em- 
ploys six full-time counter salesmen. And they are sales- 
men with experience. Totally, the six have worked for 
137 years at Maurice. Individually, they range in service 
from a high of 38 years to a low of 4 
e Trained for Counter—Maurice Electrical Supply offi 
cials feel that to give the customer good service, their 
countermen must know as much—if not more—than the 
electrical contractor who buys at the counter or orders 
by telephone. To get a background for this training, the 
present counter personnel started with the company as 
truck drivers. Following this, they worked for another 
period in the warehouse. 

Company officials feel that these two jobs can give 

future counterman a good background in a knowledge 
of both supplies and the personalities of his customers 
After management feels the employee has gained the 
necessary knowledge, he is moved to the counter, where 
he remains. 

“Our counter personnel are happy with their phase of 
the work,” President Bernard S. Green says. “In addition, 
we try to keep these men at the counter because they 
are one of the keys to a successful counter business. The 
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knowledge they gain at the counter increases every day, 
and the longer they are there, the more of an authority 
they become in the eves of the contractor.’ 

Besides, Green adds that no electrical problem is too 
great for the countermen. With the years of experience 
in dealing with customers and products each is able to 
give the contractor expert advice on products, substitutes 
and on how to handle best a particular electrical in 
stallation. 

e Specialists—Throughout the years, ea 
at Maurice has become interested—and has specialized 

in a particular type of product. Norman Clark, who has 
been with the company for 38 year ecializes in esti 


ch counterman 


OTHER DUTIES during emergency periods are assumed by 
Norman Clark, who has been with Maurice 38 years. Here, 
Clark takes over shipping department duties 
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A VIEW from behind counter shows some displays and par 
tial counter stock on revolving trays. All possible means to 
fast eervice 


give fast service to customer is stressed 


Business 


mating jobs involving panel installations. Whenever a cus- 
tomer has a problem with this type of product, he always 
calls on Clark to assist him. 

[he same is true with the other countermen. Each 
specializes on particular products, such as switches, cir- 
cuit breakers and motor controls 

All six counter personnel are busy from the time the 
supply house opens at 7:30 a.m. until it closes at 5 p.m 
Clark estimates that each spends about half of his time 
selling at the counter and the other half taking orders 
over the telephone 

“Very seldom during the day do we find that we are 

not selling,” Clark says. “If we do have a free moment, 
we utilize this time by straightening displays or by chang- 
ing them. We always find something to do that might add 
to the service we give the customer.’ 
e A Contractor House —In stressing the motto of 
Maurice Electrical Supply—*“built by the electrical con- 
tractor for the electrical contractor’—-Green emphasizes 
that his firm is equipped to take care of the needs of any 
type of contractor from residential up to industrial. He 
adds that the second key to good counter business is 
adequate stock. 

“The contractor knows that no matter what he might 
need, we will have it,” the president states. “Our policy 
is not only to stock adequately, but to stock completely.” 

In stressing this point, Green adds that if a customer 
asks for an item not normally stocked, then he will stock 
that item permanently. 

“It may not be a fast-moving item,” Green says, “but 
we will have it the next time the customer wants it. And 
it is surprising how many times he asks for it after he 
finds we keep it. Because this item might be a slow- 
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BACK-UP STOCK bins for counter are kept fully stocked at 
all times. Personnel constantly keep a maximum number of 


t counter 


each product in these bins for fast serv t the 


mover, it might not be profitable to us directly. Indirectty, 
however, it is profitable because of the confidence in 
stilled in the customer towards us.’ 

e Constant Control—Certain inventory control proce 
dures are in operation constantly. Orders on all items are 


based on a day-to-day check of the firt card 


index 
system. Each product has been given a minimum and 
maximum figure for stocking purchases. When the mini 
mum figure for a particular product is reached on the 
card-index, an order is placed to bring that item back to 
the maximum figure 

For wire and conduit, inventory is taken often in the 
warehouse to assure constantly that these products will 
always be at the maximum figure. For all other items, 
inventory is taken twice yearly 

“This constant inventory control policy is necessary 

to serve the customer better,” Green says. “We have 
found that the success of future selling depends on our 
being able to fill the customers’ needs at present.” 
e Fast Delivery 
four delivery trucks for its regular routes. Each truck 
covers its particular route daily. For emergency deliveries 
a fifth truck is kept at the supply house to make imme 
diate customer deliveries. 

Green estimates that approximately 90% of all orders 

called into the counter are sent out the same day. Terri 
tory of the firm includes the District of Columbia, Mary 
land and Virginia. In distant areas where company trucks 
do not deliver, other means of transportation are al 
ranged. However, almost all of these orders are sent 
out the same day. 
e A Long Period—To complete the total of 137 years 
of service, other counter personnel include James Mulord 
37 years; William Watts and John Farrell, 27 years, and 
Chris Stratos and Louis Welsh, 4 years 

“Our principal interest is in the electrical contractor 
Green says. “Because of this, we have built our service 
around the counter. To the contractor, our business is 
like a family set-up, and we both benefit from it.” 


Maurice Electrical Supply maintains 





Wholesaler—manufacturer—and utility, through mutual 
effort, provide the keys to bigger and better lighting 
sales as discovered by one New York State electrical 
distributor who came up with this unusual sale. 


By Bill 


TAR-GAZING motorists riding 

along the New York State Thru- 

way at night (not drivers, of 
course) don’t have to look far for the 
nearest constellation if they are in the 
Mountainville area. Approximately 
500 yards from the northbound lane 
is the four-star illuminated plant of 
Star Expansion Industries Corp., 
whose imposing sight is attributed to 
joint intra-industry effort. 
e Combined Effort—This job was a 
combination of efforts by three com- 
panies, General Electric, Central Hud- 
son Gas and Electric—the local utility 
company, and the Electra Supply Co., 
Inc. of Poughkeepsie, N.Y. “Our part 
as a distributor was necessary and 
important, but without the coopera- 
tion of others, this project would have 
never taken place,” Norman Reifler, 
Electra’s lighting department man- 
ager said. 

Seventy-seven Fluoroflood fluores- 
cent lighting fixtures sold by Electra 
Supply give a blue hue to the building 
that is reflected in the surrounding 
mountainside. According to Reifler, 
the structure originally had been flood- 
lighted with incandescent lighting, but 
this gave a “scallop” effect to the sur- 
face of the building due to the over- 
lapping of the light beams. 

e Demonstrators Make Sale—In an 
endeavor to alleviate the “scallop” 
effect, utility lighting engineer Bill 
Kelly of the Central Hudson Gas and 
Electric Co., according to Reifler, was 
called upon and arranged to have the 
General Electric Co. supply two spe- 
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Murray 


ELECTRA SUPPLY sold this unique 


oint Effort Makes For 


cial Fluoroflood fluorescent demon- to place the floodlights quite close to 
stration units. The units were obtained the building. The object, with the 
through the cooperation of R. E. Clis- fluorescent units, was to achieve 
dell, street lighting specialist, of GE’s “more light, without the ‘scallop’ ef- 
Apparatus Sales Division. fect, and a higher intensity with a 

One prominent factor that had to smoother effect.” Therefore it was 
be considered in the setting up of the necessary to place the units 10 feet 
fluorescent fixtures was that the land. away from the building with a slight 
scaping conditions made it necessary change in the landscape, Kelly said 


i th fe:* aF 5o5,- 
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INSPECTING fiuorescent floodlighting fixtures are Norman S. Reifler, manager of the 
lighting department, Electra Supply Co. and W. A. McIntosh of Star Expansion. 
Units are aimed upwards at a 45-deg angle. 
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fluorescent floodlighting installation to Star Expansion Industries Corp. with aid of manufacturer 


Unusual Floodlighting Sale 


Ihe original incandescent units were obtaining, with incandescent, the blue 20-deg temperature operation. Tech 
located only five feet from the outer color desired,” he said. A lighting lay nically speaking, the blue fluorescent 
perimeter of the plant out was given to Star Expansion with lamps give 20.3 lumens per wt. as 
e Fluorescents Prove Ideal [he a total cost of the fluorescent lighting compared to 1.2 lumens per wt. with 
distribution pattern of the fluorescent equipment, according to Reifler, and the incandescent lamps with blu 
units at close range proved ideal, after inspection and approval, Electra _ filter 
Reifler declared. “There is consider got the order Ihe favorability of the fluorescent 
ably less power consumed with the Rapid start lamps were recom units, according to Kells shown b 
fluorescents, and there’s difficulty in) mended in order to obtain a minus _ the following 
e Operating cost is less 
e Initial installation cost is less 
e Lamp replacement cost is less 
e Ease of location 
e Constant level of itlumination 
Actually 1,000 teet of the building 
illuminated by the fluorescent units 
[he fixtures are mounted only eight 
inches above the ground and ar 
aimed upwards it a 45-deg angle at 
the 20-ft high plant. All 77 units were 
installed by the company’s own plant 
engineers 
Since the opening of Star Expan 
sion’s Mountainville plant eight years 
ago, the plant’s surrounding area has 
changed considerabl After the New 
York State Thruway was opened in 
1957, it was decided, according to 
Peter Stearn, president of the firm 
that since the building faced the Thru 
way the idea of outside’ lighting 
would be very effective Ihe four 
stars were then erected on the out 
side of the structure facing the state 
roadway and presently an additional 
large scale model of one of the com 
— pany’s products has been placed next 
LIGHTING engineer Bill Kelly, of Central Hudson Gas and Electric discusses Jayout ‘0 the stars 
of fixtures with McIntosh. A total of 77 units were installed around the plant Feamwork is what made this un 
Product scale model is in the background usual lighting sale a success 
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Putting a Product into Orbit 


Creative selling unlimited plus a "space age"’ saturation pro- 
gram. That's how Raybro Electric Supplies gave new life to 
an old product and sent it hurtling toward real sales success. 


HE PAYLOAD was PV( 
conduit. Raybro Electric Supplies 
Inc., wanted to put it high into 
orbit. The Florida electrical distribu- 
tor knew it would take a lot of sales 
thrust (no product can lift itself off 
the ground), so concentrated 
engineering work was started. What 


rigid 


sales 


was needed was a good firm launch 
ing pad, “solid” fuel and top flight 
management direction. Results? PV¢ 
rigid conduit is now “way out” in 
space—saleswise. Purchases in 1959 
amounted to $27,500. Sales goal for 
1960 is $100,000. 


On the Pad 
that 


its sales 


The first move Raybro made 
was to inform and 
people that the firm had been given 
exclusive Florida franchise for the 
B. F. Goodrich line of rigid “Koro- 
seal” PVC conduit. 

Next, came the education of all 
Raybro employees on PVC via “The 
Product” and the Raybro “News- 
letter,” both Raybro publications. 
e Points of Sales—‘“The Product” 
answered the following questions: 

e What is conduit? What is PV¢ 


conduit? 


service 


e Why are we 
uct? 
e What are its advantages’ 
e What are its 
e How does price and weight com 
pare with 
e Where has it been used in Flor 
ida and what’s it used for? 
e What associated 
stock along with PVC? 
Ihe “Newsletter,” strictly for Ray- 
bro salesmen, manufac- 


selling this prod 


applications? 
steel? 


been 


items 


contains the 
turer’s price, discount and specifica 
tion plus a fittings 
and at which houses PV(¢ 
located in the Ravbro 
(they branches in 8 


sheets, catalog 
stocks are 
organization 


have cities) 


Countdown 


push the starter 


"59. 


Getting set to 
button in February of Raybro 
fed the product with a 
Pre-Scheduled Promotion” campaign 


promotion 


to sell to electrical contractors, elec- 
trical inspectors, utilities, municipals, 
and 


industrials, architects 


on the 


engineers, 


advantages of the product 


and its applications (see facing page) 


Ihe concentrated promotion effort 


integrated the following sales ap- 


will we 


proaches during the specific period of 
the “pre-scheduled” promotion which 
ran for two weeks 


1. Salesmen’s Samples—37 outside 
salesmen carried samples of the prod 
uct and demonstrated the making of 


joints terminations 


& Edit 
coupling 
edit desk 


and 
2. Price 
PVC 
and 


Men’s Samples—a 
every price 
statewide to remind 
the men to mention the immediate 
availability of product _ literature 
while talking to customers on the 
phone for the two-week promotion 


period, 


3. Direct Mail 


mailing 


was on 


unit 
names 


A single seven 
made to 3,400 
on the Raybro mailing list 


was 
These in 
cluded electrical contractors, 
architects, 
municipals, utilities 


inspect 


ors, engineers, industrials, 


4. Invoice Enclosures—This enclos- 
ure was placed in the envelopes with 
all billings to Raybro customers for 


the two week period 


5. Packaging Slip Attachments—One 
of these was stapled to all packing 
slips accompanying shipments made 
to customers from all Raybro houses 
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RACEWAY job which was installed by the Celaya Electric 
Works in Tampa. Above, J. E. Mason, salesman for Raybro, 
P. Celaya examine the trench-laid rigid PVC. 


PAYDIRT was hit in downtown Tampa when a Raybro 
salesman got the order for four 60-ft. runs of PVC rigid 
conduit. Top flight promotion also got another order for a... and J. 


February, 1960—ELECTRICAL WHOLESALING CONTINUED 





Product in Orbit (cont.) 





Pitney-Bowes 
advertising the 


6. Postage Meter Slug 


postage meter slugs 
all envelopes 


Tampa (the 


used on 


Raybro in 


product were 
stamped at 


main house) 


7. Counter Hand-out’s—(Actually in 
voice enclosures) were distributed to 
branch 


all counter customers at all 


sules counters 


8. Counter Displays—All city sales 
counters in the eight cities had dis- 


plays of the product 


nvoIces 
superim 
PV¢ 


9. Invoice Impressions— Al! 
had a 


image of 


Russell Miller sent to customers 


Tampa, in 


EXAMINING 

Chiet Flectri Inspector 
Electrical 
held last 


coupling 


posed “shadow 


Inspector 


Ma 10. Monthly Ads—Raybro = adver 





<a 


X 
PRODUCT" 


letter TP-34 
January 26, 1959 


SUBJECT: GOODRICH " 





What is conduit?? 


Webster says "A tube or trough for carrying electric cables." 


refore, KOROSBAL "PVC" pipe can Fr be called 
eg w ton "wrought 


FIRST pre-requisite of selling product is to inform and educate personnel. Raybro did 
Product” (ahove), their own publication 





it with The 





ayB : o 
PWNLETTEER 





* miami 
oat 





SUBJECT: RIGID KOROBEAL. 





of Rigid 
has deen 


We are KICIUSIVE distributors for the B. F. Goodrich line 
KOROSEAL PYC electrical comtuit. Techinical information 
Son 1 





STRICTLY for this Raybro Newsletter. It contains manufacturers’ dis- 
counts, price sheets, spec sheets, product literature, etc., on PVC rigid conduit. 


salesmen is 
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tised product in monthly edition of 
the “Contactor,” a Florida 
contractor publication 
“This campaign awakened 
est in the product,” says 
Sales Manager Bill 
it on a state-wide 
kept lively after the 
motion terminated, by mailing out a 
our PVC ‘News’ to. the 
names on the Ravybro mailing list 


electrical 


inter- 
General 
Brown. “It did 
Interest 
week pro- 


basis 


Was 
two 


copy ol 


f 


(see sample on page 54) 


Take-off 


With the construction of a 
strong employee education-informa 
tion program and the 
the market with 


galaxy of 


good, 


saturation of 
and a 
Raybro 
then added the final three instruments 
to making the sales push a 
They 


advertising 

direct mail pieces 

success 

were: 

e Furnishing electrical 

with the facts. 
e Selling the 


Inspectors 
electrical contractor 


e Informing architects and engi 


neers, 


Most 


larger 


electrical 
Florida 
given demonstrations 
nished facts at the 
Electrical 
Sarasota, 


ors have 


inspectors of the 
counties and = cities 
and fur 
State 
Convention in 
Other inspect 
individually 


were 
Florida 
Inspectors’ 
early in *59 
been contacted 
ever since, 

“En 
convince the contractors at the 
Electrical 
tractors’ Convention and trade 
in Oct. The Ravbro PV(¢ 
manned by W. T. Brown, gen 
manage! Le Mason 
general department, C. I 
O'Neill, Orlando 
R. Q. Coram 
ager, and 1 H 
Goodrich 

In addition to the convention, con 
tact among contractors has_ been 
made by Raybro individu- 
ally. 


used to 
Flor- 
Con 


masse” selling was 
ida Association of 
show 
°59., booth 
was 
eral sales 
sales 
branch manager 
Lakeland branch man 


McHan, of B. }I 


salesmen 


In Orbit 


Viewing the results, 
Brown says that many jobs are being 
done in Florida with PVC, due to 
the efforts of Rayvbro salesmen and 
the program. “Raybro salesmen have 
carried the story to electrical con- 
tractors who have wound up install- 
ing the product in many locations 
and for many raceway applications.” 
Areas of application were: swimming 
pools, corrosive areas in phosphate 
fields, industrial and chemical plants, 
underground parking lots, railroad 
signal motels, churches, 
infinitum. 


promotion 


circuits, 


beaches, under docks—ad 
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EW Capsule Report: 


How Efficient Are 
Long-Life Lamps? 





In a recent analysis of standard, extended-service and 


long-life incandescent lamps, comparisons of the perform- 


ance and relative operating costs were reported by 
Electrical Construction and Maintenance. Here, EW pre- 


sents some of the findings from this factual survey 


ONG-LIFE incandescent lamps 

are not as economical and effi- 

cient as standard lamps, a re- 
cent factual analysis by Electrical 
Construction and Maintenance, a Mc- 
Graw-Hill publication, indicates. 
e Confused — The EC&M_ report 
emphasizes that the general public is 
understandably confused by the 
claims of inferred lower overall costs 
of certain lamps because it lacks 
technical knowledge of lamp design 
and performance. 

According to the report, “The pur- 
pose of a light bulb is to produce 
light efficiently and economically. 
Therefore, light output, life and cur- 
rent consumed must all be considered 
in the design of a lamp, and care- 
fully balanced to provide maximum 
benefit for the consumer.” 

Because the average consumer be- 
lieves he can eliminate frequent lamp 
replacement if he purchases long- 
life lamps, he makes the purchases 
without thinking of the overall light- 
ing economies involved. In bringing 
this to the attention of its readers, 
EC&M points out that standard lamps 
economically provide white light effi- 
ciently for a reasonable average life. 
While this is true, the extended period 
of lamps of the same wattage, which 
have been on the market three or 
four years, is achieved with a sacri- 
fice of whiteness of produced light 
and of lumen output. 

“Neither the wattage of a light bulb 
nor its rated life are suitable yard- 
sticks for judging the quantity and 
quality of the light produced,” the 
article states. “It is possible to design 
a lamp for practically any life span, 
but it is a law of physics that as lamp 
life is increased, light output is de- 
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creased,” read the report. 

e Extensive Tests—-Three factors 
affect the cost of light, around which 
the analysis is based: 

1. Cost of the lamp bulbs. 

2. Cost of the energy consumed. 

3. Cost of the labor involved in re- 
placing the lamps. 

All calculations in the report have 
been based on initial lumens and ini- 
tial lumens per watt. All variables 
of factors affecting the cost of light 
are taken into consideration, and 
show the relative influence of each 
on the total cost of light and the 
relative influence of each factor over 
its range of variations. 

For the report the author, EC&M 
Associate Editor Berlon C. Cooper, 
purchased 36 lamps from typical sup- 
pliers. These included 12 lamps each 
of three basic life ratings: 750-hour 
standard, 2,500-hour extended-serv- 
ice and 10,000-hour long-life lamps. 

All lamps of different brands were 
rated at 100 watts, 120 volts, except 
for those of one manufacturer, whose 
lamps were rated 100 watts, 115-125 
volts. 

Data for the analysis were taken 
from independent laboratory tests of 
the samples by Electrical Testing Lab- 
oratories, Inc. 

In initial ratings, the average for 
the 750-hour standard lamps showed 
99.5 watts. This compared with 100.7 
watts for the 2,500-hour extended- 
service lamps, and 107.2 watts for 
the 10,000-hour long-life lamps 

While the amount of energy increas- 
ed with the life rating of the lamps, 
the light output decreased. For the 
750-hour lamps, figures showed 16.09 
lumens per watt, 13.08 for the 2,500- 
hour lamps and 10.42 for the 10,000- 


hour lamps, reported EC&M. 

e Life and Cost— With an_ in- 
creased wattage for the long-life 
lamps, costs also increase. Using the 
1959 estimated national average kwhr- 
rate in residential use of 2.5 cents per 
kwhr, a 750-hour life lamp, which 
costs 25 cents retail, consumes $1.85 
worth of energy during its rated life 
This compares with $6.30 for the 
39-cent 2,500-hour lamp and $26.80 
for the 69-cent 10,000-hour lamp 

Going another step further, the re 
port estimates the cost of lamps and 
energy for equal light output for the 
three types. 

For example, if energy consumed 
by the 750-hour life lamp is 99.5 
kwhr, then it would take 120.1-kwhr 
for the 2,500-hour lamp and 154.6- 
kwhr for the 10,000-hour lamp to 
produce equal light output. As pre- 
viously emphasized, energy costs are 
a major factor in the total 
light. 

Since this is the case, and using the 

above figures with 2.5 cents per kwhr 
as the estimated residential 
rate, then the cost of energy for the 
standard lamp would be $2.49, com- 
pared with $3.01 for the extended- 
service and $3.87 for the 
lamps. Adding the comparative costs 
of lamps to these figures, the total 
cost of lamps and energy to the con 
sumer for equal light output would 
be $2.83 for the standard, $3.20 for 
the extended-service and $3.97 for 
the long-life lamps. 
@ Overall Costs—When relamping is 
taken into consideration, the cost of 
lamps and of relamping labor are a 
higher percentage of the total cost of 
light for standard lamps than for long 
life lamps. However, the total cost of 
light, under average conditions, 1s 
lower for the standard lamps, the re 
port shows 

In addition, figures show that as the 
rated lamp life increases, the energy 
cost for the unit quantity of light 
million lumen-hours—in- 
using 


cost of 


average 


long-life 


based on 
creases. As an example—again 
2.5 cents as the cost of energy per 
kwhr—the energy cost per million 
Im-hr of a standard lamp would be 
$1.55. For the extended-service lamp, 
the cost would increase 15% to $1.88, 
and would rise 56% for the long-life 
lamp to $2.41. 

There is more to buying lamps than 
meets consumers’ eyes, EC&M points 
out. Although understand the 
meaning of retail prices, they do not 
understand that the purchase repre- 
sents an investment in electrical en- 
ergy of many times the retail price of 
the lamp, depending on many factors 

These are the factors stressed in 
the magazine’s economic analysis of 
the cost of light, 


most 





Class of 1959: 
Gallery of Grads 


ERI h t cla of graduates of ELECTRICAI 
HOLESALING’S ’0-Hour Electrical Course.” There 


W 
representing most sections of the nation 
It vw not until after the tests were corrected that EW 
irned about the company affiliations and personal back- . 
irned { th ompan iff itions and per onal ick Robert G. Andrews 
round of the students. This was accomplished via a 


restionnaire Which turned up some interesting informa- Bob Andrews has been 


with Mansfield Electric 


nufacturers men) Supply Inc., Mansfield, 
He hat we uncovered. From industry new Ohio 


m (inclue » th t t that two of the graduates are 


for SIX years as in- 


teran salesman; from counterman to vice side salesman. and doing 


rom purchasing agent to engineer; electrical 


costing and quotations. He 
n ufacturers, inspectors—all took the ex- claims almost 12 vears 
ninions? They had different things to say experience in the electri- 
cal distributing field. Spe- 
ializing in many different 
points that mean a great deal when it comes vroups of products, An- 
drews has found that the 
20-hour course “refreshed 
his mind,” and he got a 
lot out of it. Andrews is 


to this: the 20-hour course pol 


knowledge and shed light on a 


our job better than before, whether it be in 
quotation work, purchasing, counter selling 


aren't the only graduates to be listed. EW has, 


of the considerable response it received, extended 


married, 34, and has three 
boys. His hobbies are 
baseball, bowling and 
his boys. 


idline for receiving completed exams to May 2, 
(See EW Jan. 1960 page 104, for details of the 


) Grads appear in alphabetical order 


Eldred L. Fesler Edward F. Finn Jack Gilwarg 


Eldred Fesler of Mans Sales promotion man- Jack Gilwarg says that 
field Electric Supply, Inc., ager Ed Finn has been the EW electrical course 
Mansfield, Ohio, is assist with The Thomas & Betts retrained his sights on the 
ant manager of the firm Co. for 11 months and technicalities that are so 
and says that he found the says that the EW course much a part of the indus- 
20-hour electrical course has given him = “grass try. A graduate of the 
very helpful in the work roots” for his work in the University of Pittsburgh, 
he is confronted’ with electrical industry. A vet Gilwarg “now resides in 
every day on the job. Fes- eran of WW II and Los Angeles, California. 
ler is with Mansfield for Korea, he is a graduate and until Nov. °59, was 

months, married, 37 of University of Penn 
and the father of 3 chil He is aa married, the 
dren--two boys and a father of two boys and 
girl. His favorite specta- two girls. Finn specializes years. Gilwarg says he 
tor sport is college and in sales promotion of elec- specializes “in all types of 
high school football: in trical fittings. His hobbies electrical A & S.” His 
his leisure time he en are “business and cutting athletic preferences range 
joys his favorite hobby of the grass,” and he enjoys from golf to weight lifting. 
photography. a round of golf. Favorite hobby: gardening. 


inside and outside sales- 
man for Westinghouse 
Electric Supply Co., for 


Richard Beljan 


4 member of the Elec 
trical Board of Trade of 
St. Louis, Mo., Richard 
Beljan specializes in mo- 
tor controls and is an 
A&S outside salesman for 
Barrett Electrical Supply 
Co., St. Louis. A 13-year 
veteran with Barrett, he is 
31, married, and has 
two girls. “The 20-hour 
course,” he says, “boosted 
my sales because it helped 
me in talking the language 
of my customers when it 
came to electrical theory.” 
His sports: Fishing, soft 
ball and golf. Hobbies are 
photography and bridge 


Herbert Goldman 


From controls to elec- 
tric heating is Herbert 
Goldman’s specialty. He is 
vice president of the Jewel 
Electric Supply Co., Jersey 
City, N.J. Goldman says 
the course was very help- 
ful in “pinpointing” spe- 
cific information he needs 
from time to time. A 9- 
year veteran of Jewel, he 
is a B.A. graduate from 
Coiumbia and a B.LE. 
erad from New York 
Univ. A member of AIEE, 
Goldman is 33, married 
and has three boys. Hob- 
bies are reading, garden- 
ing. Sport: swimming. 
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James T. Branson, Jr. 


James T. Branson, quo- 
tation supervisor, sales 
training for American 
Electric Co., St. Joseph, 
Mo., is a newcomer to 
the field. He says the 20- 
hr course was helpful in 
giving him the needed 
background — information. 
“I use some part of the 
Bran- 
son is one year with the 
firm, graduate of Univer- 
sity of Missouri and Acad 
emy of Lighting § Arts 
(Residential). He is 25 
married and has two chil- 
dren. He is also a Cham- 
ber of Commerce member 


course every day.” 


Anthony M. Guravage 


Counter salesman An- 
thony Guravage, Lowry 
Electric Co., Inc., in 
Williamsport, Pa., says 
that the 20-hour course 
gave him the background 
to do a good job of sell- 
ing. Guravage, formerly 
in electrical construction 
work, and a graduate of 
Penn State, has been with 
Lowry’s for 6 months. He 
is a member of the Ade- 
quate Wiring Bureau and 
a graduate of ALA. Spe- 
cialties: small appliances 
and electrical construction 
material. At 36, he is mar- 
ried with 2 children. 


William D. Bundy 


“Bill”? Bundy is an out- 
side salesman way up 
north in Barrie, Ontario 
He sells lighting and in 
dustrial equipment (any 
electrical product) for the 
Thomas Electrical Sup 
plies Ltd. in Barrie. “The 
20-hour course,” he says, 
“was well thought out. It 
covered all the important 
things a salesman should 
know.” Bundy is 29 years 
of age and was formerly 
an electrician. He watches 
hockey, Canadian _ foot- 
ball, and plays at curling 
Water skiing, boating and 
photography are hobbies 


Roy A. Kendall 


Roy Kendall is a pur- 
chasing agent who special- 
izes in motor controls. A 
member of Coast Electric 
Co.’s staff in San Diego, 
Calif., he claims that 
EW’s 20-hour electrical 
course gave him, “a bet- 
ter overall understanding 
of electrical applications.” 
Kendall is married, 38, 
and has two children. He 
is a member of the Na- 
tional Assn. of Purchasing 
Agents. For diversion, he 
watches his favorite sports 
of football and baseball 
and plays an occasional 
round of golf. 
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William H. Cady 


Line material, motor 
controls and maintenance 
materials are William H 
Cady’s specialty. He is a 
sales engineer for Central 
Electric Supply Co., Battle 
Creek, Mich. Cady says 
that the course has as 
sisted him in working suc 
cessfully with plant en 
gineers, architects and 
contractors, giving him a 
rounded-out background in 
basic electricity and en- 
gineering design. Cady is 
40, married and has a 
daughter. He belongs to 
Battle Creek Electrical 
Ass'n 


Kenneth E. Kindy 


Counterman Kenneth 
Kindy, Industrial Electric 
Wholesale Supply of Bat- 
tle Creek, Mich., got a 
better knowledge of prac- 
tical electrical mathemat- 
ics from the EW 20-hour 
electrical course. He has 
been with the company 
for 3 years, and belongs 
to the Battle Creek Elec- 
trical Ass’n. Kindy is 22, 
married, has a daughter. 
His hobbies include chess, 
amateur radio and collect- 
ing antique firearms. He 
likes water skiing, hunt- 
ing, and watches boxing 
and football. 


James Crockett 


Counter salesman Jim 
Crockett of Tombigbee 
Valley Electric Supply 
Co., Tupelo, Miss., says 
that the 20-hr. course gave 
him a good idea of the 
theory of electricity and 
electrical systems. Crock 
ett has been with Valley 
Electric for six years, and 
has two years of college 
behind him. He is mar 
ried, 26, and has a daugh 
ter. In his spare time he is 
2nd Lt. in the Mississippi 
National Guard, indulges 
in his favorite hobby of 
fishing, and 
in baseball and football 


participates 


Lanny McGowan 


Lanny McGowan is 
counter salesman for In 
dustrial Sales Co., Inc., in 
Nashville, Tenn. He has 
been with the firm for 13 
months and specializes in 
motors, motor 
and wiring devices. Mc 
Gowan is 24 years of age, 
married and has a _ boy 
and a girl. In commenting 
on EW’s 20-hour electri- 
cal course he says, “be- 
cause I’m just starting out 
in the field, I found that 
the course helped me in 
many ways.” In his leisure 
moments, McGowan pre 
fers baseball or football. 


controls 





Gallery of Grads (cont.) 





Noel F. Mooney 


Retresher courses are 
just the right 


those who have to know 


edicine tor 


a lot about everything 

says Noel | Moone 

Mansfield Electric Supply 
Inc., Mansfield, Ohio. He 
is Speaking about the 20 
hour course 
for the litthe time in 
he Says Vloon 


is an Outside 


It pays well 


volved 
salesman and 
has been with the firm tor 
8 years. First in his book 
lor specialtic 

ing, switchgear 

Moone 


married with two 


Stations 


and two gil Is 


Thomas 


Former contractor, for 
mer civilian instructor on 
power plant operation, 
E. L. Thomas has, for the 
past six years, been a 
Kentucky 
Lighting and Supply Co., 
Lexington, Ky. He says 
the 20-hr course had well- 
selected questions to cover 
the entire scope of the 
electrical field “a big 
help.” Thomas specializes 
in heavy switch gear, mo- 
tor controls, lighting and 
electric heat. His hobbies 
are hunting and_ fishing. 
Sports: baseball, basket- 
ball and soft ball. 


salesman for 
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Patrick F. Rowles 


Outside salesman Pat- 
rick Rowles is a member 
ot the Spokane chapter ot 
AIEE and IES. He is a 
graduate engineer (B.S. & 
E.E.), who specializes in 

ill A&S,” for the Gen 
eral Electric Supply Co., 
with whom he’s been for 
the past four years 
Rowles is 41, 
ind the father of three 
rirls. He says that the 20 


hour course has been “ex- 


married, 


cellent review work” for 
him. Always interested in 
athletics, Rowles finds time 
to participate in his favor 
ites: golf and bowling 


William L. Welch 


William L. Welch spe 
cializes in safety switches 
and service entrance 
equipment. He is a field 
engineer (outside _ sales) 
for Bulldog Electric 
Products Co., Div., ITE 
Circuit Breaker Co., De- 
troit, Mich. He points up 
these values in taking the 
course: (1) furnished him 
with industry terminol- 
ogy; (2) made for a quick 
and ready 
Welch is a grad of Uni- 
versity of Wisc. He has 
been with the firm for 6- 
mos. He is 25, married and 
likes golf or hockey. 


reference. 


rif 


Howard C. Shraff 


Howard Shraff has im- 
proved his sales presenta- 
tion and conversation with 
potential customers. This 
is one of the benefits he 
has derived from the 20- 
hr course. Shraff, outside 
salesman for the Indus- 
trial Sales Co., Nashville, 
Tenn., says he specializes 
in industrial A&S and 
power transmission equip- 
ment. Shraff is 28, married 
and the father of three 
children two boys, one 
girl He plays golf, 
watches football, and his 
top hobby is sales. He’s 
with the firm one year. 


C. Oscar Soderland 


South central Minnesota 
is outside saleman Soder- 
land’s territory for West 
inghouse Electric Supply 
in St. Paul. A 22 year 
veteran with WESCO, So 
derland sells A&S to mu 
nicipals, industrials, con 
tractors and CO-Ops He 
also sells appliances and 
housewares. The 20-hour 
course? “It provided a lot 
of useful information. I 
liked the scope ol the 
questions.” Soderland is 
44, married and the fa 
ther of one boy and two 
girls. He enjoys photog 
raphy, skiing, football. 


... and the grads we had no pictures of: 


Merton G. Boyd 


Merton G. Boyd has 
been with Mansfield Elec- 
tric Supply, Inc. for six 
years. He is asst. vice 
president and manager of 
the firm and specializes 
in the sales of large utility 
transformers, 
and heavy industrial con- 
trol. Boyd says the EW 
course value is in (1) sales 
education, (2) basis for 
sales meetings, (3) uniting 
sales effort. 


capacitors 


Walter Burkhardt 


Burkhardt has been spe- 
cializing in lighting and 
low voltage switching ap- 
plications for Carr Supply 
Co. for four years. “The 
EW course,” he says, “has 
provided me with an all 
around source of informa- 
tion to put to use with 
problems facing contrac- 
tors, architects and engi- 
neers.” Burkhardt, 42, is 
married and has three 
children. 


Gerald T. Carroll 


Griffith Elec 
Carroll is sales enginee! 


lighting 


Supply’s 


specializing in 
and power distribution. He 
says EW course was great 
review help. He's’ been 
with the Trenton firm for 
14 years. Married, 33, has 
three boys. 


Odie Ray Foxall 


Odie Ray Foxall, pur- 
chasing agent for the In- 
dustrial Sales Co., Inc., in 
Nashville, Tenn., found 
the EW 20-hr course “very 
helpful in his job.” Foxall 


is 24 years old. 


J. U. Tatum 


Tatum is 33-year man 
at Graybar Electric in 
Richmond, Va. In charge 
of quotations, he says 
the EW course improved 
all the knowledge he al- 
ready had. He has a B.A 
from Univ. of Richmond. 
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SUCCEEDING 


IN THE As a second step in a program to alert electrical distributors to the op 

’ ortunities, dangers and changing demands of the 1960s, EW presents 
SOs é ging : 

another three-section article on the possibilities and pitfalls of selling 

| industrial electronics, as experienced by one industrial type distributor 
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Combined electrical-electronics selling at dual counter* is starting to boom for Brady Electric. They no longer ask .. . 


Does Side-by-Side Selling Pay? 


By Herb Cavanaugh 


Prodded by slow intrusion of electronics parts into indus- 
trial markets, Brady saw two reasons to enter electronics 
field: more profits; stronger business. Things started off 
slow, but it will boom soon. 


*FOUR interchangeable counter men 
man this counter. Though there is no 


physical separation of departments, 
back-up stock is physically separated Turn page for Brady’‘s 


behind respective departments. view of electronics 
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Side-by-Side Selling (cont.) 





Woodhouse Highlights Points To Profit By: 


1. “You electrical distributors who are mainly indus- 
trial—there’s going to be a time when you'll have to 
stock electronics components.” 

>. “Look for these markets to mushroom their needs 
for electronics parts: industrial, OEM’s, commercial, 
residential and dealer 


3. “Don’t ease yourself into the field like you were 
taking a hot bath. You lose money that way. Go in, 


all at once.” 


4. “Whether or not your electronics venture Is a suc- 
cess depends on the additional personnel you hire 
They have to be good in product knowledge and op 
erations.” 


5. “If you must buy an electronics firm, hire someone 
from the outside to run it according to your way of 
doing things.” 


6. “Obsolescence can kill you. Develop a pattern of 
needed materials for the various markets. That’s most 
important.” 


CHALK TALK by Woodhouse at Brady Supply 
sales meeting emphasizes this key point: “Electronic 
tubes are a factor in the industrial market now 





Why they went into electronics... 


“SOONER or later.” says ¢ E. Woodhouse, president of 
Brady Supply Corp., “the electrical distributor will have 
to have electronic components in his inventory. Either 
that or have a very close relationship with an electronic 
parts distributor.” 

Ihe reason for the Elmira, N.Y. distributor’s opinion 
stems from the fact that he had been watching a slow 
but sure trend taking shape in the industrial market 
“That trend was the gradual intrusion of electronically 
controlled devices. It was, and still is, happening in 
sections at a time. Industry is automating particular 
divisions or operations that lend themselves well to the 
adaptation. They are finding out that mechanical fail 
ures, which cause so much in loss of time and shut-downs, 
can be overcome in some spots by switching to elec 
tronics. It can give them millions upon millions of 
Operations without faults. If there are any failures they 


How they got into the field 


“WE had no intention of jumping into the electronics 
parts business when we did,” Woodhouse explains. “Then 
whammo! we were in it—sink or swim.” 

Withcut warning, an electronics parts distributor 
geared to selling the dealer market (and on the verge 
of bankruptcy) started signaling that they wanted a buy- 
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can be replaced readily, thus cutting down on loss of 
time through shut-downs.” 

Brady Supply is a 70-80% industrial distributor, sell 
ing a lot of motor controls, so it was a natural thing 
for Woodhouse to ask questions and analyze the com- 
pany’s position in regards to this new market. “The 
thing that deterred us for a while,” explains Woodhouse, 
“was that electrical manufacturers in the controls field, 
were showing no material alarm about the penetration 
of electronics. A lot of them still feel that the distributor 
who deals with industrials should wait until it mushrooms 
into a giant. Then they'll cover the distributor by supply- 
ing him with the electronic parts to back up the equip- 
ment. Perhaps they’re right,” Woodhouse says, “but it 
was an important factor when we made the decision to 
enter the field in 1957, and it’s even a more important 
factor now.” 


er. Brady had to act fast. Woodhouse had discussed it 
with members of the Brady staff and had inquired 
throughout the industry. He learned that personnel was 
the key factor to successful operation in electronics 
parts business—even prior to the purchase of material. 
Assuming he was getting capable men along with the 
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business, Woodhouse purchased the Stallman Distributing 
Corp., Ithaca, N.Y., in July, 1957. 

But a shock came with it. The firm was loaded with 
obsolete merchandise, disheveled records, unpaid bills 
and high overhead. It was overrun with inefficiency 
Brady Supply could not spare any men, so the Stall- 
man firm was given one year to get things straight. 
Brady Supply acted as adviser. In the meantime, Brady 
had set up a subsidiary of Stallman in a building they 


What pitfalls they found . . 


MOST of the problems we ran into,” states Wood 
house, “grew from the pitfalls left behind by the Stallman 
purchase. If we had to do it over again, we would strike 
out on our own.” But this is not the only answer to 
why Brady’s electronics parts sales did not increase in 
1959, “There are a few other big problems which face 
the electrical distributor breaking into this comparatively 
new field,” says Woodhouse. 

According to Woodhouse, the nine obstacles that the 
electrical distributor should be sure to watch out for in 
the electronics field are: 

e The dearth of trained personnel who are capable 
of operating an electronics business 

e Credit headaches—a problem that exists primaril 
in the dealer market where a lot of service men work 
out of their back pocket, paying bills with money lett 
over. Te. 2 

@ Obsolescence: it’s a dynamic market, still very 
young and constantly changing. What's new today is old 


had bought in Elmira. It was called “ICECO” (Indus- 
trial & Commercial Electronics Co., Inc.), and it was 
here that all the bookkeeping was done and where the 
entire four-division Brady operation would eventually 
move (see page 60). 

After the given year was up, the situation was unim- 
proved. Brady then subleased the building Stallman was 
located in and carted everything except the personnel 


(they resigned) to Elmira 


next week. “We have $30,000 in obsolete items right 
now.” 

e You can put a barrel full of money into it and 
still lack the stock you need. “Our investment is $130, 
QOO at present.” 

e Operational costs are high—6 percentage points 
higher than the normal electrical distributor operation. 

e Even in a limited operation, you have to sell at 
least $250,000 in a year to break even because of the 
high investment in inventory and the rapid rate of obso 
lescence. 

e The industry doesn’t wait for coasters to see the 
light. You lose money if you try to ease into the elec 
tronics parts business. You have to go in all the way. 

e Manufacturers place restrictions on a very impor 
tant market to the electrical distributor who is selling 
electronics parts—it’s the OEM market 

e It’s the old appliance discount game in the dealer 


market. Everyone’s looking for deals (see page 65) 


How they licked their big problems... 


OUR electronics business will start to climb, and we'll 
be ready to go into orbit in the spring of 1960,” Wood- 
house claims. “It's been a long, three-year haul. We 
groped around in the dark for a while, stamping out 
mistakes, coping with problems that were indigenous to 
the electronics business and slowly developing our 
markets.” 

Brady Supply solved the problem of keeping the deli- 
cate balance between investment and inventory for 
ICECO, with the right personnel. What equipment 1s 
necessary for the number of specific fields; the high cost 
of obsolete equipment and operations; how much money 


to invest—all these obstacles are now being surmounted 


Where they are looking for 


RIGHT NOW, the dealer market accounts for the biggest 
slice of ICECO’s total sales—65-70%. Reason: when 
Brady bought Stallman, they got a dealer-geared busi- 
ness. Brady inherited most of the dealer accounts and 
material that came along with it. Brady Supply’s view 
of the market: it’s a gimmick game and has a lot of 
credit problems, but it'll be a fine one when it stabilizes 
(see page 65). 

The industrial market accounts for 30-35% of 
ICECO’s total sales. This market was developed with 
the help of Brady’s electrical division. A&S industrial 
accounts were used as entrée for electronics sales. Wood- 
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because Brady hired trained personnel who were famil 
iar with these things and could mesh the electronics part 
ot the business in with the electrical through knowledge 
of procedure, routine and policy. “Eventually we would 
have been able to do it ourselves,” Woodhouse claims, 
by feeling our way around, but it would have been 
very costly.” 

Ihe dealer market problems are being worked on, 
not only by Brady, but by other electronics parts dis 
tributors; Brady is looking into the OEM market now, to 
find out why it isn’t being sold; good salesmen will be 
moving ICECO and Brady into the center of the profit 


picture; and other markets are being investigated 


profitable markets... 


house says that there is a very fine market developing 
here, with very few credit problems (see next page). 
OEM: “Unfortunately,” says Woodhouse, “we don't 
seem to be moving here.” Reason: “manufacturers’ poli 
cies stop us, or other distributors are getting there first 
It’s a market that requires an engineer and one that will 
be very important to electrical-electronic distributors.’ 
Residential: “People are becoming more and more 
Best market 


Houses are tending to spread out more 


communications minded,” says Woodhouse 
new homes.” 
and more into ranch-type structures. This makes inter 


coms a necessity. 


CONTINUED 





Side-by-Side Selling (cont.) 





How Brady Views Industrial Electronics 


INDUSTRIAL electronics salesman, Art Whitman (left) 
onsults Corning G Work engineer, Lloyd G. Sprague 


4¢T HE industrial electronics market is in a constant 

state of flux,” says Art Whitman, ICECO industrial 
lectronics salesman You have to be right on top of 
evervthing and be able to please everybody. You have 
to be a minor expert, you have to be honest and able to 
understand the factory engineer’s problems and be pre- 
pared to supply him with the material needed to solve 
his problem 

“It's not a decayed, corroded or corrupt market,” 
Whitman maintains Its vibrant and full of life and 
constant evolution. I think it will be quite some time 
hbetore it settkes down because there doesn’t seem to 
be any limit on new developments and ideas. Look 
iround you-—it’s a turmoil of change.’ 

President Woodhouse backs Whitman up by stating 
that “what's new today in electronics, may be old in a 
short while. But,” he says, “it’s got to stabilize sometime. 
You can’t keep going on and on and on in a constant 
state of radical development 
e If You Must Buy a Firm—Brady Supply’s indus- 
trial market for electronics was developed from scratch 
They went after it themselves and picked up the accounts. 
Woodhouse says they spent so much time in raising “the 
ship that the Stallman venture sunk” that they were lim- 
ited to the amount of time they could spend on devel- 
oping the industrial market; otherwise, “we would have 
started really moving in electronics a long time ago,” 
suys Woodhouse 

After the pitfalls left by Stallman were filled up, Wood- 
house says he realized a very important point: “If you 
are an industrial-minded distributor, and if you plan 
on buying a firm that is directing its selling activities 
at the dealer market, make sure that you hire at least 
one man in your own organization who is capable of 
operating and supervising the acquired firm. Make sure 
he has the knowledge of your procedures and routines 
and policies, so that the new outfit will mesh in with 
your organization without any complications.” 

If an electrical distributor can create a situation like 
this, Woodhouse says that the distributor will be able 
to spend the time—using the dealer as a springboard 
and his electrical industrial accounts as an entree—de- 


veloping the industrial electronics business into an opera- 
tion that will start paying off at the initial entry. 
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e Reminders—Experience has enabled Woodhouse to 
outline the following points to remember about the in- 
dustrial electronics field: 

1. Develop a pattern for the materials needed for the 
industrial electronics market. It requires a good balance 
of inventory and investment because there are many 
items and many specific fields within the industrial mar 
ket. 

2. To overcome the problems connected with obso 
lete equipment, keep a very close watch on the inven 
tory. If some material isn't selling right away, get rid 
of it fast. 

3. [The most limited operation has to sell at least 
$250,000 worth a year to break even (ICECO does 
about $500,000 in total sales now—15% of the total 
business of the Brady operation). That's why you have 
to avoid experimenting and spending money on items 
that will still leave you shy of what you need. Again, 
it takes personnel. 

Woodhouse says that ICECO’s inventory right now is 
at a too-high $130,000 mark. They would operate better 
if their inventory read about $100,000 
e Better Than Dealer Market—Brady’s industrial elec- 
tronics market ts in industrial plants (research and de- 
velopment projects, maintenance equipment) and com 
mercial stations (radio, TV). Of the two, industrial plants 
are the most lucrative 

A very fine market is developing under the noses of 

electrical distributors,” says Woodhouse. “For the in- 
dustrial-minded distributor, the industrial electronics 
market will develop and grow and be larger than the 
dealer market.” 
e Getting Lines—Manufacturers all over the nation 
are looking for good reputable distributors to take on 
their lines, according to Woodhouse. It is not, says Wood- 
house, “hard to get lines. Even if you can’t get the top 
ones, you can work with lesser lines, build up a repu- 
tation, then negotiate for more 

Woodhouse says that “just because you may buy a 
business, it doesn’t mean you are going to get the 
lines. You have to prove yourself, first,” he said 
e The People You Talk To—The people you talk to 
in the electronics industrial market are engineers—much 
more technically-trained than the electrical distributor's 
electronics salesman. “Our only contribution to them,” 
states Woodhouse, “is to understand their problems and 
to try and solve them with a knowledge we have of 
products and they don't. For difficult technical problems 
we'll call in the manufacturer’s man.” 

Although both the electrical supplies salesman and 

the electronics salesman may call on the same indus- 
trial account, they usually see different people. In only 
a few cases do they go to the same purchasing agent 
Only one industrial account, both electrical and elec- 
tronic, has stated that they wanted only one salesman 
to make his calls there. 
e Integration— “The time will come when Brady will 
have to integrate the electrical supply salesman into the 
electronics field,” says Woodhouse. “The big problem of 
course is education. It won't happen for a while yet, 
and it will never be an across-the-board integration 
It’s just that there are some accounts that don’t justify 
having an A&S salesman and an electronics parts 
salesman both calling on them.” At the present time both 
divisions work together, picking up leads for each other. 
Service? “We give the same service in selling electronic 
supplies as we give in selling electrical—top notch!” 
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What Brady Thinks of the Dealer Market 


SALESMAN Cliff Siar (right) checks up on stock of “Little 


Joe's sel 


viceman-dealer, Siar says personal 


IT HI FROUBLE with the dealer market today,” 

comments Woodhouse, “is that it’s just like the 
old appliance discount game. No one thinks you can 
sell electronic parts and still give good quality and 
service. Everyone’s got to have deals—giving away 
this and giving away that.” 

Woodhouse says that this is the way a lot of small 
electronics dealers get into trouble. “He comes in and 
buys a load of equipment he can’t use so he can get 
something for free. He can’t use all the equipment he 
buys and on top of that he won't be able to pay for it 
until he gets rid of it three or four months later.” 

e Outcome—Poor Credit Risks he type of electronics 
dealer Woodhouse describes are the ones that, he says 
work out of their homes and garages and to whom 
money is a thing far off in second place. “They are 
minded individuals primarily interested in get 
ting the job done and not bothered with keeping over- 
head down. It’s the ones who have stores,” says Wood- 


technical 


house, “who are generally better than average, because 
they realize that this business is not just buying and 
They 

ve proven themselves—first by buying a store, second 
by being involved with rental and overhead, and third 
they stay in business 

Another problem plaguing the dealer market is 
this: “Electronics dealers are very susceptible to classi- 
fications, in addition to the fact that they are creatures 
of habit. Many of them will swear by one particular 
brand name, while others won't touch the same brand.” 
e Prognosis: Correctible—“One of these days,” says 
Woodhouse, “electronics distributors will come around 
to the fact that they should sell quality and service at 
the right prices. The public certainly won't be hurt 
They'll be rid of the fly-by-nights who give cheap service 
at cheap prices and cause an awful lot of call-backs 


selling and they don’t go into deals foolishly. Why? 
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CONTACT is important in dealer market. “Little Joe's 


technician, Al Chamberlain, talk vith Siar before leaving 


The electronics distributor will definitely benefit by it 
because the present deal situation creates terrific book 
keeping problems. This would be eliminated 
e Promotion Allowance—One of the most dangerous 
traps an electronics distributor falls into is the promo 
tion allowance given by manufacturers. “These distribu 
tors tell you,” Woodhouse explains he deal part of 
selling is promotion and we get an advertising allowance 
from the manufacturer for this promotion’. They don't 
realize that when they go hell-for-leather to use it up 
they pay for it.’ 
e Cure—The better class of distributors, according to 
Woodhouse, are coming around. “They realize that 
they have to correct their own operations—then inform 
the dealer on how he must go about it. But one distribu 
tor,” concludes Woodhouse, “cannot do it all. Distribu 
tors have to band together and work from the same book 
of ethics to educate, sell and advise the electronics 
dealers.” 
e Selling the Market—Electronics parts salesman Clifl 
Siar, one of three ICECO salesmen who concentrate 
their activities on the dealer market, says that the 
only way to be successful in selling the market is to give 
it service. “That's how everything is lost or gained 
Friendship and the lines carried are also big 
“We go to bat for dealers on credit,” says Siar “and 
we carry A&S catalogs around with us so we'll be able 
to supply them with fixtures, attachments, extension cords, 
receptacles and the wire they need in their stores. You 
have to supply them with all the service and confidence 
they need.” 
e Keep Knocking—‘One thing you have to keep 
doing,” says Siar, “is to keep knocking on new doors 
seeing small dealer-owners and large department store 
technicians. It’s highly competitive and there are a lot 
of distributors in it.” 


factors 


CONTINUED 





Side-by-Side Selling (cont.) 





Four depts. 


i ——~- 
° ee 


‘ ‘ + Es age. 
~~ i os 


four divisions had moved in in Winter, 
In October, ’58 an open house was held 


THIS is the way Brady headquarters looked 
before face lifting was completed and all 





e+ ; 3 We, pigs E 
SECOND FLOOR of new home is seen before GENERAL OFFICE, with separate offices for 
it had been changed into a well-lit different dept. heads. 





— =——- 


FIRST FLOOR plan of Brady Supply shows: (1) refriger- 
ation dept.; (2) mill supply dept.; (3) electronics dept.; 
(4) wire cutting and storage; (5) reel storage; (6) vault; 
(7) compressor store; (8) shipping and receiving; (9) motor 
& transportation storage; (10) conduit storage; (11) electrical 
dept. Each dept. has separate management, counter and 
sales personnel. Stock is segregated within the warehouse 
and bookkeeping is set up separately between the electrical 
dept. and ICECO, Inc. There is one credit dept. 
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EEPING one step ahead of the present is not only 

a method of efficiency at Brady, it’s also a means 
to future protection. 

Another reason for the Elmira electrical distributor's 
entrance into the electronics parts field was to offset 
seasonal slumps in its three other divisions (see floor 
plan—Refrigeration div., Mill Supply and Electrical 
divs.), and to set up a “depression-proof™” operation. 

“The most important asset Brady Supply has,” says 
Woodhouse, “is key personnel. If another depression 
ever hits, we want to keep them. The only way to do 
this is to keep business going by serving the needs.” 

And people's needs have changed,’ explains Wood- 
house. “Appliances are no longer a luxury, they are a 
necessity. During a business slump, they won't be buying 
new equipment, but they'll be repairing it with refrigera- 
tion components and electronic parts. The same ap- 
plies to industry. They won't be purchasing new equip- 
ment—they’ll be buying components from our electrical 
supply div. and our mill supply div. We'll need key men 
to serve these needs.” 

Inventory of all four divisions is taken in three con- 
secutive months of January, February and March. 
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This Year's Slogan for NEW: 





“Electricity Sparks 


the Sixties’ 


ITH drawing boards crammed full of ideas for 

new products and pencils poised to create more, 

the electrical industry is getting ready to meet 
the challenge of the sizzling Sixties. Business barometers 
show higher prices and tight money but overall readings 
show that the economic weather will be good. Over 
3,000,000 are now employed in the electrical industry 

and that figure is constantly mushrooming and 
proving that the multi-billion dollar industry is a bulwark 
of a booming economy. 

With this glittering resume and potential, all branches 
of the electrical industry are entering the new decade 
under the banner—“Electricity Sparks the Sixties.” This 
slogan will be officially recognized by the industry during 
“National Electrical Week” (Feb. 7-13) when electrical 
distributors, contractors, retailers, manufacturers, power 
suppliers, service and repair shops and communications 
companies observe the birthday anniversary of Thomas 
A. Edison 


What is It? 


National Electrical Week is conducted and promoted 
by the electrical industry. It is an umbrella activity for 
all branches of the industry. According to N. J. Mac- 
Donald, chairman of the committee (he was chairman 
last year too—see EW, Jan., 1959, page 58), and presi- 
dent of Thomas & Betts Co., Elizabeth, N.J., “National 
Electrical Week is a stage on which each firm and elec- 
trical trade organization can produce its own programs 
and direct its own activities towards its own special 
audience or the country at large.” 


Review and Predictions 


In a recap of 1959, MacDonald says that business 
throughout the electrical industry was generally satis 
factory, despite strikes and certain soft spots in the 
employment picture. “The outlook for 1960,” he says, 
“is good.” 

A roundup of information from engineering, market- 
ing and sales sources in the electrical industry, as given 
by the NEW committee, presents a picture of things to 
come that may seem far away at present, but is actually, 
“right around the corner.” 

e 1969: The Committee sees more consumer spend- 
ing, amounting to $490 billion, with sales of new 
electrical products—still in the research stage now 

leading the buying parade. In addition, consumer buy 
ing will be more sophisticated—people will want more 
for the money they spend 

e During the coming 10 years, the public will be 
buying electrical products for homes that are so “totally 
electric” they will make today’s progressive dwellings 
look like stone age dens. 

e All this means a sharp uptrend in the consumption 
of electric power in homes and industry and points to 
more and more profits for the electrical distributor. 
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N. J. MacDonald 


“With one out of every 20 non-agricultural workers 
employed in the electrical industry,” MacDonald says 
“it is reasonable to assume that America’s standard of 
living today and in the coming years is dependent on 
the continued progress made in applying generous quan 
tities of electricity to the tools and equipment used in 
every facet of our residential, commercial and industrial 
ways of life.” 


How the Distributor Figures 


Naturally, the electrical wholesaler stands to gain a 
great deal from the predicted boom economy slated for 
the electrical industry. “However,” says MacDonald, “it 
is necessary that he promote the industry on whatever 
level he is able. And what better time is there to pro 
mote than during National Electrical Week, when the 
entire industry will be joining in the effort?” With Mac- 
Donald’s “electrifying” view of the future, more impor 





Here’s What You Can Get: 


Here’s a partial listing of promotional material you 
can get from the National Electrical Week Commit 
tee, Suite 306, 407 North Eighth Street, St. Louis 1, 
Mo.: 

1. Planning Guide 
projects. 

Speech material. Three speeches on “Electricity 
Sparks the Sixties”; the importance of adequate wiring 
(prepared by Housepower staff) and a speech on elec- 
trical safety for use before school groups 

3. Posters for trucks and office windows 

4. Advertising material 

5. Bumper Strips 


A list of suggested plans and 





tance and impetus to promote NEW has been given to 
the 1960 observance than ever before. 

Here’s how the electrical distributor can push National 
Electrical Week and make it a success: 1. Within his 
own organization the electrical distributor can build up 
a NEW sales corps. You do this by first educating them 
telling them what the Week means. Then tell them to 
spread it around the community and among your ac 
counts. The second step is to send out all your mail 
with NEW stickers, supply employees with buttons, ban 
ners and bumper stickers that bear this slogan. 2. Out 
side the organization, the electrical distributor has six 
main targets to hit if he wants to do a good job. The 
first one is the electrical league. Electrical distributors 
should sell the idea of NEW to the electrical leagues in 
their community. Then ask the electrical league to pro 
mote it in all branches of the electrical industry 

The second promotion stop-over is your supplier. Ask 
him what he’s doing to support the Week. If he’s on the 

Continued on page 110 
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THE SALESMAN’S TECHNICAL NOTES 





BORING ATTACHMENTS For electric 


drills speed arilling of yoists and studs 
for passage of cable and conduit 
Lxtension handle which tits into 

aril chuck affords access 7o 

hard -7fo-get-at Jocations trom 

the ¢loor- Some models are ak- 

justable tor Ari/ling av ary 

angle. Wood, metal or mmasor- 

ry b/ts are avarlab/e. 








TYPICAL STUDS 
AND CARTRIDGES 


POWDER- POWERED TOOLS HAND-OPERATED STUD 


using wide variety of studs and 
cartridges drive studs into DRIVERS accomplish same turn- 


steel concrete or masonry tion as Ari9gerea power tools ex- 
for securing brackets, hangers cepr that hamrrner drives 4/ring 
or other supports vor raceways bin into cartridge. Ofher mode/s 
and equipment use 770 cartridges; ran aAr/ves 
headed or AAreaded pin with re- 
peated blows of hammer 











RECIPROCATING 
SAW 


" POWER TOOL 
ATTACHMENTS 


facil(tate cutting and 
@ drilling operations as- 
sociated with Cg ui/p- 
ment installa tiory, 
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Pinpoints the Information You Need on... 





By J. F. McPartland 
and W. J. Novak 


NUMBER _ OIF SPECIALTY 
used in the instal- 
electric wires and 
cables, including the following: 

Pulleys and rollers—A variety of pul- 
frame-mounted 
available for use in 
pulling of 
buildings or in 


devices are 
lation” of 


rollers are 
facilitating the 
into conduits in 
manholes for under- 
ground work and for pulling inter- 
locked armor into place on 
racks or trays where there are turns 
in the overall run. In a typical appli- 
pipe is arranged 
a frame to permit cable 
over it from the 
into the conduit which might be at 
a sharp angle with respect to the feed 
from the reel. Pulleys are commonly 
used by them to the rack 
for armor cable and pulling the cable 
through them, especially at turns in 
the run. They eliminate the friction 
which would be developed if the 
cable were pulled around non-rolling 
Required pulling force is 
therefore greatly reduced by the use 


leys and 


cables 


cable 


cation, a 


to roll in 


piece of 


to pass easily reel 


securing 


supports 


of such devices. 

Connector crimpers 
made in a variety of types and sizes 
to provide the force required to crimp 
and_ splicing 
Some such tools are simple 
Others 
through 


foot-operated 


These tools are 


connectors devices on 
cables 
hand units of the pliers type 
are hydraulically 
from hand- or 
Similar crimp 


called indenters, are also used 


powered 
hoses 
pumps devices, com 
monly 
for indenter-type couplings and con- 
nectors for thinwall conduit. 
Typical tools for fastening 


supporting equipment in 


and 
electrical 
clude the following: 
Hand set with concrete nails is com- 
monly used for fastening enclosures 
A typical application is 
the securing of header duct to pre- 
cellular floor construc- 


to concrete. 
cast concrete 
tion. 

Powder-actuated stud driver is a very 
popular type of device for fastening 
equipment. It is like a pistol and 
uses a gunpowder cartridge. This 
fast, versatile and efficient tool can 
be used to drive mounting studs in 
steel and in a number of types of 
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Tools—I| 


masonry construction. Light in weight 
and easy to handle in almost any po- 
sition, this hand device takes selected 
cartridges to provide power loads for 
light, medium or heavy duty fasten 
ing jobs. Various types of studs can 
be driven, with threaded 
threaded shafts for many 
fastenings. 
Electric drills of many capaci 
ties and speeds are available to meet 
the range of job requirements for 
drilling wood, steel or other mate- 
rials. Attachments extend the useful- 
ness of regular electric drills. Right 
angle heads with speed changing fea- 
tures permit drilling in limited spaces. 
Metal-cutting hole saws, circular saws 
blade attach- 
ments provide for a very wide range 
of cutting operations. And bench 
stands can convert drills into handy 
drill presses for fabrication. Use of 
proper drill fittings makes 
cutting even masonry 
Other power tools in common use on 
modern construction 
include hammers, electric 
impact tools, electric nutrunners for 
fastening nuts on bolts and electric 
screwdrivers. Electric hammers are 
made in two designs, one with re 
ciprocating motion and the other with 
a mechanism to convert rotary motor 
output into impact blows. Impact tools 
and nutrunners have high-torque ro- 
tary action for such tasks as tapping, 
nutrunning driving 
Typical tools used for assembly 
phases of electrical work include 
Electric sanders are commonly) 
for cleaning bus bars to assure sound, 


and non- 


types of 


SiZes, 


and reciprocating saw 


possible 


electrical work 


electric 


and screw 


used 


low-resistance connections or to as- 
sure effective silver plating of the 
bars, when that is done prior to bolt 
ing connections. 

Surveyor’s transit and rod has become 
a standard contractor tool for level 
ing underfloor duct runs and header 
ducts. 

Concrete drills are coming into com 
mon use by electrical contractors. On 
new construction, a typical use is for 
cutting necessary openings in cellular 
concrete floors for header duct feeds 
and for outlets. Many uses of such 
drills can be found on modernization 
projects to mount equipment in exist- 
ing slabs or to carry circuits through 
slabs. Such units use diamond-tipped 
core drills. 


Vacuum cleaners of the industrial 


type find application in cleaning out 
electrical enclosures and all types of 
drilled openings 

Scaffolding and platforms for over 
head 
lowing types 
Telescoping booms on platform trucks 
for raising mechanics on work plat 


electrical work include the fol 


form up as much as 40 feet to work 
on outdoor 
Lift trucks 
forms for 


fixtures 
work plat 
installations of 


lighting 
with rising 
overhead 
maintenance 
lation of lighting fixtures 
Pipe-frame scaffolds of 
and 
work platform 
justable, 
bility or of the 


Typical use is in instal 
many types 


sizes for providing an elevated 
Assemblies are ad 
ready mo 


with rollers for 


Stationary type 


Aerial towers are hydraulically pow 
ered folding booms for elevating work 
platforms as high as 95 feet. Typical 
tower is mounted on back of a truck, 
with control of the 
the work platform 
Outside 


facilitated by 


elevation from 


electrical work is greatly 
tox Is 


both pole line and 


and equipment 


used for under 
ground work 
Trenchers of all 


driven 


types are 
which 
trenches for 


power 


machines quickly and 


neatly dig ready instal 


lation of underground conduit or di 


Typical units are 
self propelled or hand propelled and 


from 3 to & 


rect-burial cables 


dig a trench inches in 


width (adjustable as required), up to 
S feet deep and at rates up to 17 
feet per 
soil 

Bulldozers provide 
underground 


minute, depending upon the 


backfill of 


great 


ready 
work with 
Small 


speed 
and efficienc portable units 
are available 

Line trucks are made in 
and handling various 
phases of work. Typical 


trucks may have booms or hydraulic 


a number of 
Sizes types for 
pole line 
cranes for setting poles or 
light Other 
equipped with earth digging augers 
Pole trailers 
rolling stock 


re transport poles to 


erecting 
standards trucks are 
for making pole holes 
are still another type ol 
used job sites 

A very wide variety of small hand 
tools are also used in pole line work 
Special insulating gloves are one very 
important Others 
shields for hot lines, pole-climbing 
safety belts 


item protective 


spikes 


Next Month: Electronics 








EASY TO OPEN. Just pull the rip cord EASY TO USE. Insert a pipe or piece of UNLIMITED USES. Mounted on 
+} 


on carton. One reel holds 1000 feet of conduit through center of MINI-REEL right at the job site, it's ready for 
No. 14 or No. 12 Solid Type TW and mount it on any Suitable rack use. Possibilities are endless 








MINI-REEL...A NEW PACKAGING IDEA FROM ROME! 


Because MINI-REEL is so compact, you save shipping and 
holds a 1000-foot 


Who do you think will finish the job first? 
The man who works with twisted wire, pulling from the 


center of a standard coil, or 
The man who unwinds wire that can’t kink or twist as it 


» 


comes off Rome’s new MIn1-REEL’ 

Answer: the second man does the job faster with MIN! 
Reet! Installation is safer, too—there’s less chance of 
damaging the wire 

You can get Rome Synthinol in eight standard colors of 
No. 14 and No. 12 Solid Type TW in this new Min1-REE! 
package at no extra cost! 

You can unwind several reels at once in paralleling con 


ductors for control circuits and other jobs. Respooling any 


excess is easy. 


storage space, too! This new package 


length of wire in the same size carton used for 500-foot 


lengths. One man can stack and load the same footage in 
less time than required for 500-foot packags Just one 
“tag end” per 1000 feet saves scrap, besides 

Ask your Rome salesman for the M1in1-REEL package the 
next time you need No. 14 or No. 12 TW. Or write to Rome 


Cable Corp., Dept. 1712, Rome, N.‘ 


ROME CABLE 
DIVISION OF ALCOA 





This is a distributor. 


“Selling electrical systems requires a close working rela- 
tionship with the electrical contractor and his custome 
We, at GESCO, consider it an integral part of our job from 
the initial planning stage, through installation and final 
check-out”, says Charles Walter (2nd from right, above ), 
salesman for the General Electric Supply Company, 
Washington, D.C 

A good example of this method of operation is the 
team relationship which exists between GESCO and Harry 
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Key to sales success... 
“Cooperation with the electrical 


contractor every step of the way.” 


Alexander, Inc., electrical contractors in Washington. An- 


other member of this team, Tom Tiernan, Edwards Dis- 


trict Manager, has worked closely with Charles Walter and 
the electrical contractor on the development and installa- 
tion of Edwards systems in various institutions in the area 

Above, (foreground) Dean E. Smeal, V.P. and Charles 
E. Wise, President of Harry Alexander, Inc., review plans 
for the new Catholic University Social Center with Tom 
Tiernan (left) and Charles Walter 
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Walter, Tiernan, Smeal and Wise check- 
out installation of main panel for Program 
ystem in Mother House, Sisters of Mercy 


Generalate. 


Tom Tiernan points out features of an 
Edwards Fire Alarm control panel. 
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Smeal, left, and Walter, go over the set 
ting of the signal control board in the 
Mother House. Changing positions of plugs 
in board changes time at which bells will 
ring to signal the various activities of the 
day. Right, in the Sacrisity, Mr. Wise 
points out to Charles Walter, the location 
of an automatic fire detector, part of the 
Edwards automatic Fire Alarm system. 


Charles Walter, right, with Smeal and Wise 
checks main control panel for Edwards 
completely supervised Fire Alarm system 
installed in Men’s Dormitory, Catholic 
University. 


As part of the signaling systems installed 
by Harry Alexander, Inc., all classrooms 
in the Sisters of Mercy School are equipped 
with automatic fire detectors (in ceiling) 
and synchronous clocks (rear wall). 


Double-faced Edwards Clock installed in 
corridors in Sisters of Mercy School. At 
left of clock, Edwards fire alarm bell. Tom 
Tiernan (at right) inspects a manual fire 
alarm station in the Men's Dormitory of 
Catholic University. 


Outstanding Edwards 
Installations in the 
Washington Area 


lect, wa 

National Shrine of the Immaculate Con- 
ception, Washington, D.C., largest Catho 
lic Church in the United States. 


Sisters of Mercy Generalate, Bethesda, 
Maryland. 


Social Center at Catholic University now 
under construction 


ee 


The Edwards Company believes that dis- 
tributors have an important but some- 
times under-rated job to do in the elec- 
trical industry. Often we run across men 
in distributing, like Charles Walter of 
GESCO, who are doing their job very well 
indeed. We're glad to be able to relay 
their ideas. 


|Epwarps 


Specialists in signaling since 1872 
CONTROL * COMMUNICATION + PROTECTION 
Edwards Company, inc., Norwalk, Connecticut 

(in Canada, Edwards of Canada, Ltd, 

Owen Sound, Ontario) 





SURFACE 
MOUNTING 


FLUSH MOUNTING 





Sell your customers the receptacles with 


TIME-SAVIN a '/.9e -G/ip TeRmINaLs 


ROYAL RANGE and DRYER receptacles are engi- Royal receptacles offer other on-the-job 
neered and constructed to transmit FULL, NO-ARC edventears too 

power to the appliance. They are the easiest to install, il 
the most practical to use 


Heavy duty, solidly-anchored double 
wipe spring contacts transmit full power 





to the appliance 
Heavy duty screw staked to 
clamping pad for quick, pos 
itive action of the pad either for long dependable service 


Sturdy phenolic body engineered 


up OF iown 
Shipped with screws backed Self-finding slots with contacts accu 
out, ready for instant wiring rately positioned to take plug blades 
just insert the conductor and 
In attractive individual boxes com 


' 


tighten the screw 








plete ready to install 
EASIER, FASTER, SAFER WIRING! : Abe 

f Write for catalog sheets on Receptacles and 
Range and Dryer Cords 





SURFACE FLUSH eeLUxe cunees ROYAL ELECTRIC CORPORATION 
MOUNTING MOUNTING WALL PLATES PAWTUCKET, RHODE I!SLAND 


Black or Ivory Brown or Ivory Cat. No. 316 grounding 
RANGE: Cat. No. 606 RANGE: Cat. No. 610 Cat. No. 317. non-groundin 
50 Amp-250V 50 Amp-250V tee -aiaisisie aes 
DRYER: Cat. No. 607 DRYER. Cat. No. 611 i ries sate. sc eCiatae 
30 Amp-250V 30 Amp-250V in individual envelopes 
Unit Pack: 1 Unit Pack: 1 any nae ped 50 
Ship.Carton: 10 Ship.Carton: 10 ational eLECTUVE 


an associate of 
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NOW! LEIGH'S FAMED DEPARTMENT OF 
CREATIVE ENGINEERING BRINGS YOU. . hy EW 


CosT 


VENTILATING FANS 


WALL TYPE 
MODEL 5518 


CEILING TYPE 
MODEL 5508 


ros 
Etgh ECONOMY VENTILATING 


FANS OFFER YOU THE BEST 


BUY ON THE MARKET TODAY! 


Here are the ventilating fans every builder has been waiting 


for .. . low initial cost, but with all the beauty, installation 


and construction features formerly found only in the most 


expensive units . . . PLUS Leigh’s exclusive High-Impact 
Polystyrene Grille with its handsome chrome-like finish and 


and the 
No fram 


merely 


80°. free area. It will never chip, rattle, or rust 

unique grid design completely hides the opening 

ing or costly adapters needed on the ceiling model 

screw or nail to a joist. 

patti, icigh repneesaative thot tates wae san Goon 
omy models and his complete line of other Leigh 


ventilating fans or for complete informati« 
write for bulletin 71-1 


LEIGH BUILDING PRODUCTS 
DIVISION OF AIR CONTROL PRODUCTS, inc 


2260 Lee Street, Coopersville, Mich 


Made in Canada by Leigh Metal Products Ltd., 72 York Street, London, Ontario-Prairie 
Provinces Affiliate Leigh-Tornel Distributors Ltd 149 Archibald Street. St. Boniface, Manitoba 
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HOW AN ANACONDA PROCESS HELPS | SCREEN OUT| SERVICE 
FAILURE IN HIGH-VOLTAGE CABLE 


Even butyl—the most effective rubber insulating material 
ever deve loped for high voltage « ible requires vdditive 
to bring out all its superb insulating properties These 
\dditives are usually in the form of finely divided powders 
which are extremely difficult to disperse uniformly in the 
raw butyl 

And actual service proves poor dispe rsion can drastically 


horten high-voltage cable life 


That's why Anaconda ce veloped in entirely new mixing 


process And why Anaconda built screens (like the one you 


see above) into the produc tion line to catch every over 
sized undispersed partic le. These screens are so fine, they 
will actually hold water 

Yet tons of butyl insulating compound are squeezed 


through before the screens need cleaning—a tribute to the 


new mixing process. And—to the rigorous quality control 
which dominates every specialized step in the manufacture 
of Anaconda Butyl (AB) Cablk 

This highly specialized quality control is probably the 
biggest single reason why (AB) gives such long troubl 
free life, and why you should promote it to help protect youn 
customers investment in high-voltage cable. Send for Pub 
lication DM 5903: High-Voltage Durasheath* Cable to 
Anaconda Wire & Cable Co., 25 Broadway, N. Y. 4, N. } 


ASK THE MAN FROM 


ANACONDA 


ABOUT BUTYL (AB) HIGH-VOLTAGE CABLE 





 DOSSERT 
DESIGNED 


se * | TWO POSITION VARIABLE TAP 
with YOU in mind! weapon 


For cross, parallel and tee tap connections 


SPLIT BOLT CONNECTOR 
(Type DS) 
For taps, dead-ends, entrances, 
motor leads, junction boxes, etc, 


LIGHT DUTY VARIABLE LUG VARIABLE TERMINAL 
(Type G) (Type D) 
For economical, all-purpose cable connections Connects a wide range of copper 
conductors to flat bar 


For YOU, the contractor. 
For YOU, the wholesaler. 


TWO BOLT SERVICE CONNECTOR 
(Type DSU) 

For all service cable connections é 

Best for larger sizes by contractors and are fast moving stock items. 


All items accept a wide range of cables, 
thereby, minimizing the number of stock sizes. 


The products shown here are in constant demand 


They are packaged in convenient quantities 


- 
by for ease of handling and are attractively 


labeled for quick identification. 


HEAVY DUTY VARIABLE LUG Ask for pocket catalog, 
(Type HL) 
Takes various conductor sizes. 
Quickly installed. 


giving name of your distributor. 


Distributed outside the 
U.S.A. and Canada by 


INTERNATIONAL GENERAL 
ELECTRIC COMPAN 


wc ten Matervaly and Lighting Sate 


249 Huron Street, Brooklyn, New Ycrk 


Representatives in principal citi 150 East 42nd Street 
Wew York 17. WY USA 
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—Converts ONE grounding outlet into THREE 
grounding outlets. Engineered to meet ever- 
increasing use of 3 wire grounded caps. Use 
one of these streamlined taps in a duplex re- 
ceptacle .. . have the other outlet available, 
if needed. 


—Converts any standard 2-wire outlet into 
THREE 3-wire grounding outlets. Trim enough 
to accomodate one tap in a duplex recep- 
tacle leaving the other outlet available for 
use. Merely attach grounding lead to plate 
screw and the outlet is converted. 


(UL 


Rated 15A-125V with colors in modern brown and ivory. 


wares” 


@) RODALE MFG. CC 


Sold only through electrical wholesalers. 
Or for further information and prices, 
write Rodale direct. 


manufacturing co., inc. 
dept. W2 emmaus, pa. 
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f ARMORED CABLE 
EYPE ACP 
With Improved Features 


EASIER 


QUICKER 
z, SAFER 


} 


CRESCENT INSULATED WIRE & CABLE CoO., INC. 


/ \ 
e)) TRENTON, NEW JERSEY 


FP OVER 
75 


YEARS 
EXPERIENCE 


’ 
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PHASE OF MANUFACTURING 


your customers will appreciate your recommending 
BLACKHAWK’S complete line of E.M.T. fittings 


Blackhawk E.M.1 
and coupling 
threads for case 
tion. Bodies of he 


Raintight Blackhawk Offset ELM. 


} 
adaptors 


’ ; | ] ny tem ] tn ad to the Same 
and zine finished to eliminate corrosion \ ig Snap-Strap i 


spec ial parts are 
1)Compression Type Raintight E.M.1 


: Snap-Strap for E.M.T. 
Connectors Available ne SES ' 
me”, 1”, 1%”, 1% 4 Machined eag4 atest Adaptors Avail 


in 
»)Compression Type Raintig ht E.M.1 


Couplings Available 


ginny Blackhawk’s new fittings are a 
ft-set fittings are 


1] ; product of Blackhawk research and 
labor-saving devices . : 

cin ' automated methods of manufacture 
Blackhawk famous Snap-Straps— 


made to fit thinwall conduit oP isa tight 


(Bites? 
oy [adustries DUBUQUE, IOWA where the new ideas come from 


i panini Type Blackhawk Offset ~E.M I Order a stock today oO SRBER the demand 
onnector available in sizes 0 ye yn for these quality made, E.M.T. fittings. 
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these 
“rebel” 
technicians 
make 

sure 

Niele 











“LABORATORY QUALITY’ ON PRODUCTION LINE CABLE 


Circle lab men are different. They 
like to get out in the plant. 


Reason: to make sure that the quality 
they build into a cable in the lab—is 


all there in the cable you buy. 


That’s why you'll often find them in 
the plant working closely with men 


from process control, inspection and 


testing. In the photo above, for ex- 
ample, two Circle lab men help check 


extruder pressure and temperature 


RUBBER C 





for a special buty] compound devel- 
oped for high voltage power cable. 


Such close ¢ ooperation between labo- 
ratory and quality control personnel 
is unusual in the wire and cable field. 
It is another reason, however, why 
Circle products have grown to enjoy 


their reputation for high quality. 


Next time you buy or specify cable, 
we suggest you ask for Circle. 
There’s no finer cable made. 


WIRE & CABLE 


a subsidiary of 


Cerro ve Pasco Corporation 


All your answers are in the bag 
with PYRAMID 


a 
ad 


usoKee? 











Amprobe Test-Master Kit keeps 


all equipment right at hand...handsomely. 


The T« st-Maste) comes in two mode Is: ™33 con- 
tains the world-famous Amprobe RS-3 snap-around 
volt-ammeter-ohmmeter: 5 current ranges, 3 volt- 


Truly the sign of the professional, this rugged, 
good-looking, genuine cowhide case contains all the 
equipment you need to do all your electrical testing 


jobs with precision and accuracy. 


Compact, neat and sturdy, the Test-Master Kit is 
specially designed to hold any one of the famous 
Amprobe RS models, the Amprobe Deca-Tran, 
the Amprobe Energizer and the Test-Master has a 
separate covered section to hold your small hand 


tools easily, within reach. 


age ranges. Amprobe Deca-Tran: Extends amper- 
age reading 10x, as high as 1200 amps. Amprobe 
Energizer: Multiplies sensitivity of any Amprobe 
10x for readings on small appliance and fractional 
h.p. motors. $84.50 

TM11 contains the Amprobe RS-1, economy snap- 
around volt-ammeter. Amprobe Deca-Tran and 
Amprobe Energizer. $71.75 


The Amprobe Test-Master Kit, RS-3, Deca-Tran and Energizer are all products of 
PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N.Y. WORLD'S LARGEST MANUFACTURER OF SNAP-AROUND TEST INSTRUMENTS 
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NEWS FOR THE INDUSTRY 





How Much? 


Price Increases—On the Way 


Settlement of the steel strike has created a demand in 
the metals industries that will be paralleled by gradual 
price increases—but not for several months. 


STRIKE 


has been 


HE LONGEST STEEL 

in the nation’s history 

settled—but not without anticipated 
price increases. To the country’s elec- 
trical wholesale distributors and elec- 
trical equipment manufacturers this 
effect of the strike will come in several 
months with an price 
of steel and allied metals. 
e Reason For Price Increase—It’s an 
absolute certainty that a 
increase is in the offing, and in turn 
an increase in and other metal 
industry products, 
will permit the steel 
to cover the cost of the new 
Plant improvements and the work rule 
changes that they may be able to 
negotiate under the terms of the new 
contract will not productivity 
enough to cover the extra employment 
costs. Even adding in the better profit 
margins that will come from the anti- 
cipated high operating 
mills will not those 


increase in the 


steel price 
steel 
because nothing 
else producers 


contract 


boost 


rates of the 
cover costs. So 
steel is certainly going to cost more 

However, it is impossible to deter- 
mine much will 
be. Steel industry observers report that 
when the increases come they will not 
follow the traditional pattern of across- 
the-board boosts in base prices. A bit- 
by-bit rise, imposed first on one mill 
product then another, and set first by 
one company and next time by anoth- 
er, is the most likely pattern 
e Not For Several Months—A general 
price increase by the major steel com- 
panies is not expected for 
months. The first wage 
vided by the new agreement does not 
come until December Ist. A_ price 
boost may not until after that 
date, but there is no assurance that 
some companies will they can 
postpone action that long 

Roger M. Blough, chairman of the 
United States Steel Corp after 
the strike settlement, “So far as our 
company is concerned, it proposes to 
continue the general level of its prices 
for the immediate future.” How- 
ever, he added: “If the develop- 
ment of competitive and all other fac- 
tors affecting prices dictates a change 


how more the cost 


several 


increase pro- 


come 


feel 


said 
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in Our situation, we will necessarily 
be required to take whatever 
are then indicated.” 

He cited a previous statement that 
wage increases in steel and other ma- 
jor industries spread through the 
whole economy, and “force higher 
costs and higher prices everywhere.” 
e Aluminum and Zinc Prices Up 
Prior to the settlement of the steel 
strike, the aluminum pro- 
ducers announced a rise in the price 
of aluminum. The Aluminum Com- 
pany of America raised the price of 
aluminum pig by 1.3 cents a Ib to 
26 cents and other producers 
followed 

Spurred by the 
ment, the 
cent a Ib last 


producers 


steps 


nation’s 


soon 


strike settle- 


rose |'2 


steel 
zinc 
month 
their 
grade zinc to 14%4 cents 
high grade zinc to 144% 
However 


cent 
some 


prices of 


price of 
to %4 
increased 
special high 
a lb and of 
cents a Ib 


one producer 


confined its advance to 42 cent a Ib 
for all grades. Zinc demand climbed 
to the highest level since last October. 
There was decline in buying 
after the price increase, although a 
few producers said fairly good sales 
were made at the higher quotation. 
e Copper Supply Tight—U.S. copper 
producers, of which major 
mines at last report were still closed 
by an industry strike, that are operat- 
ing held their price for the metal at 
33 cents a lb, but supplies were tight 

Copper turning out re 
fined metal much more of 
it if it were available, industry sources 
declared. Those U.S. mine producers 
in operation kept their copper price 
at 33 cents a Ib. One custom smelter 
reportedly quoted 35 cents, but other 
custom copper reportedly 
at 36 cents a lb 

Metal dealers reportedly quoted 
3742 cents to 3754 cents a Ib for 
copper for January delivery, and 36% 
February They in- 
however, interest 


some 


several 


properties 


could sell 


was pr iced 


cents for delivery 


dicated, consumer 
these 
e Pricing Silence—How the 
in prices in the metals industries will 
effect the electrical wholesale industry 
iS not certain 
the large electrical equipment manu- 
make any 
pricing policies 


stayed slow at prices 


increase 


as yet, since several of 


declined to 


their 


facturers have 
comment on 


for this year 








Distributor-Dealer Link Vital 


NAED Executive Director calls for a closing of ranks 
to help meet industry's present challenge—adequate 
distribution and profitable merchandising. 


HE CHALLENGE OF THE ’60’s 
demands _ that full-functioning 
dealers and full-service 
wholesale distributors exercise leader- 
ship to obtain a fair share of the 
dollar, declared Arthur 
W Hooper, executive director of the 
National Electrical 
Distributors last month in Chicago 
Speaking before the 1960 conven- 
tion of the National Appliance and 
Radio-TV Dealers Association, Hoop- 
er told the audience, “don’t sell the 
distributor short because, recognized 
and utilized properly, he means more 
dollars to you.” 
¢ Distributor’s Role Vital 
trical wholesale distributor, 


electrical 


consumer's 


Association of 


T he elec- 


Hooper 


active in the 
per- 
service the 


emphasized, 
nation’s 


remains 
economy because he 
vital 
service of collecting, storing and dis- 
tributing with the pos- 
sible time, man 


forms a necessary 


goods least 
waste ol space and 
power 

As long 
distributor is 
perform 
eliminated 
economically 
Hooper stated 
e Dealer's Role The appliance 
dealer, too, must live under this basic 
law, Hooper contended. 
Ihe American economy, he said, de- 


as the electrical wholesale 
able and willing to 
functions that cannot be 
more efficiently and more 

he cannot be replaced, 


economic 
Continued on 


page 106 
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NAL PICTURE. 





Sales 


Inventory 


105 


REGIONAL PICTURE: 
: [ Tey 


NEW ENGLAND 


MIDDLE ATLANTIC .. 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 








58 
162 
119 


. oF 
162 
149 


SALES 


% CHANGE 
55 1959 fm. 1958** 
151 10 
14] — 


INVENTORY 


(% Cheng) ea" ——=(% Change) 


from 
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1959 trom from From 
59 1958 Noy. ‘58 Oct. ‘59 
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Planned Packaging. Sturdy, quick opening, 
self-dispensing cartons. Exclusive Inventory Keeper 
that minimizes waste, simplifies inventory control. 


Plywood Reels. ‘“No-charge” Plywood Reels 
for 14, 12 and 10 gauge portable cord, 500 or 1000 


feet per reel. 


Every Foot imprinting. Tells you at a glance 
the gauge, number of conductors, voltage, type of 
insulation. 


Color Coded Labels. Shows gauge, type 
and contents .. . saves time . . . simplifies inventory. 
Red labels indicate neoprene, black indicates rubber. 


When you call for 
cable... call for Carol 


CAROL CABLE COMPANY Division of the Crescent Company, Inc., Pawtucket, R. | 
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WHAT'S 


NEW 


ELECTRICAL 
ENCLOSURES? 


re 
NOW! 


44 sizes in 
Single Door Models 


22 sizes in 
Multi-Door Models 


JIC 
NEMA 12 


PANEL ENCLOSURES 

Completely oil tight and dust-tight. 
Mounting pane: is removable. Stand- 
ard single door sizes now include many 
8” and 10” deep enclosures to accom- 
circuit breakers and dis- 
two-door 


modate large 
connect switche Besides 
models, we now offer three, four, and 
five door models up to 1514 feet long 
Also available in NEMA Type 4, 


13 sizes 
ranging 
from 
16x12x6% 
to 
42x24x 8% 


NEMA 1 
PANEL ENCLOSURES 


A control housing for locations that do 
not require the oil and dust-tight char 
acteristic of HOF NEMA ‘Type 
12 enclosure Removable mounting 
panel. Doors have lift-off 
hinge ind plated 

flush latches 


Oil-tight 
v7) time-saving 
a 


4 LAY-IN WIREWAY 


Thi iew JIC Sectional 
Wireway (Patent Pending) 
feature which 

from control 


olfers the la in 
simplities installing wire 
point to equipment. Cover has full 
length hinge and is gasketed to seal 
out liquids. Many sizes in stock 


Industrial 
CONSOLES 


Handsome oil-tight 
and dust tight units, 
immediately avail- 
able from stock, 
save you design 
expense and deliv- 
ery time. 


Stocked and sold by Electrical Distributors 


7 M ENGINEERING 


CORPORATION 
Dept. EW-141, Anoka, Minnesota 


400-amp switchboard 


He 


* @5 
Lal s 
* 


' . 


Bathroom: automatic sunlamp 


Be 


Solarium: radiant heat 


Practices What He Sells 


Furbay Electric's Phil Furbay is hitting the residential mar- 
ket target right now—with visual education. His aim: more 
sales. Method: using his own total electric home. 


pete NTIAL homeowners wield a 
mighty fist full of money. They 
can put a sizeable boost in your elec- 
tric heating and lighting sales—but 
they have to be educated, says Phil 
Furbay, sales manager of Furbay 
Electric Supply Co., Canton, Ohio. 
Furbay believes in visual education 
of the homeowner. 

Vith some design ideas from Mrs. 
Furbay, plus aid from a Nela Park 
residential lighting man, an architect 
and a contractor, Furbay supervised 
the building of his own total electric 
home. It serves as a clean comfort 
able place to live and it sells modern 
electric residential equipment by 
demonstration. 

e Visitors Welcome—Built in 1957, 
the house uses everything that Furbay 
Electric stock built-in 
ovens, lighting equipment, fans, and 
every type of electric heat. By in- 


Carries in 


vitation potential homeowners are 
taken on a guided tour throughout 
the Furbay home on weekends and on 
a night or two during the week. 

e The Idea—According to Furbay, 
“the people who come through our 
house are the people who will be 
dictating to the contractor what kind 
of heating and lighting will go into 
their new house. 

“If we can show the potential 
homeowner the advantages of electric 
living,” Furbay continues, “and if he 
is sold on it, we are widening the 
horizons for Furbay Electric. The 
homeowner who has seen, and the 
contractor who has been exposed to 


the all-electric home spread the good 
word around to others. That means 
more demonstrations and more sales. 

‘In addition, owning an all-electric 
home is a perfect answer to the one 
who asks, ‘if this product is so good, 
why don't you use it?” 

Furbay also encourages his sales- 
men to own all-electric homes, so 
they can add to what Furbay is doing 
e What the House Has—Phil Fur- 
bay’s house is a 20-minute drive from 
Furbay Electric. It's a modern struc- 


ture with a 6-4-2 insulation ratio. 


In a Nutshell 


The car port is 28-sq. ft., open on 
three sides and full of snow melting 
cables in entrance slab. This is con- 
trolled by switch and pilot light in- 
side. Entrance way has ceiling cable 
Laundry room 
has radiant cable in ceiling and ven- 
tilating fan above automatic washer- 
dryer and humidistat controls mois- 
ture content. In kitchen is vent fan 
plus hood. Cooking is electric. In 
living quarters, solarium has radiant 
heat to stimulate plant growth. This 
section of house has baseboard and 
convection heat. Sleeping areas use 
ceiling electric blanket. 
Bathroom has fan type wall heater. 
Full basement has radiant cable bur- 
ied in floor. Lighting throughout 
house was done with standard stock 
merchandise from Furbay Electric. 
[here is dimmer control on both 
fluorescent and incandescent in light- 
ing the living areas. 


plus baseboard heat 


cable as 
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ja \ele le . Allen-Bradley 
e/e|s er Convertible 
. Contac 
CONTROL RELAY 


TYPE BR 


Bulletin 700 Type BR Relay with all 
six of the convertible poles arranged for 
normally open contact operation. 


This new A-B Bulletin 700 Type BR relay is ideal for 
use on automatic machines where control functions are 
frequently altered to meet production changes. 

Quick convertibility of the contacts enables easy 
“‘on-the-spot”’ changes—from “‘normally open”’ to “‘nor- 
mally closed’’—or vice versa. 

These new Bulletin 700 Type BR relays have been 
exhaustively tested to make sure that they will provide 


the many millions of trouble free operations for which 
all A-B controls are famous. In fact, the Bulletin 700 
Type BR relays will establish new standards for long 
relay life and “reliability’’ of contact operation. Of 
course, they have double break, silver contacts that 
never need attention; also, the cast-plastic coil is im- 
pervious to the most severe atmospheric conditions. 


Please write for full details, today! 


Two extra convertible poles can 


An auxiliary convertible contact pole 


be easily added—in the field 


having full 


switching capacity —can be easily added to the left and 
right sides of the Type BR relays. These auxiliary poles 
are front-mounted and can be added without disturbing 


the wiring of the relay 


and without removing the relay 


All relays are designed to also accept stab connectors, 


and— 


Allen-Bradley Co., 106 W. Greenfield Ave., Milwaukee 4, Wis. In Canada: Allen-Bradley Canada Ltd., 


ALLEN -BRADLEY 


February, 1960—ELECTRICAL WHOLESALING 


all terminals are accessible from the front 


Galt, Ont. 


QUALITY 
MOTOR CONTROL 





e H. th 


Ai, £ 7 'n 


MAKE INSTALLATION JOBS 
EASIER, MORE CONVENIENT... 


2020 connectors 
have all these cost-saving 
2 features! 


Only one screw to 
tighten... captive so it 
can't come out 


No lock-nut needed — 
grooves hold connector in 
V2” knock-out 


Smooth, firm grip on all 
cable sheaths 


Takes 2- or 3-wire non- 
sheathed metallic cable in 
sizes from 14-2 to 10-3 


Easily installs from out- 
side ~r inside box 


*Patented 


INSTALLATION IS SIMPLE AS ABC 


|) AY 
Snap into knock-out \ =| / 
Pinch sides and release — grooves Y 


hold connector in place | 
te es ! 
it tyes 
\ 
a aT A » 


Slide in wire and 
tighten screw — cable 
automatically is 
, Qripped firmly, sides 
expand to lock in 
connector 


2 
do 
) 
=a) 


T & B 2020's are steel snap-in type connectors for 
non-metallic sheathed cable. With an easy squeeze, 
the “2020” snaps into a 42” knock-out and is held 
fast by grooves. Because this connector installs from 
either inside or outside the junction box, it is especi- 
ally good for work on old buildings where damage 
to walls and floors can be avoided by working from 
inside the box. 


T & B 2020 Connectors have full Underwriter’s 
Laboratories approval. They hold any non-metallic 
sheathed cable sizes 14-2 to 10-3; 2- or 3-wire 
cables, also portable cords, etc. — work especially 
well on currently popular small dimension plastic 
sheathed cables. Write for samples and descriptive 
literature. 


IT'S THE MARK OF AN AUTHORIZED TF & B DISTRIBUTOR 

The complete line of T & B fittings for conductors and raceways Is sold only by 
recognized electrical wholesalers. It's our way of assuring you the service and 

savings of a friendly local source. Call him for all your electrical needs. 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 


LOOK FOR THIS SIGN — Ba labia ta. 


T-510 
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Phelps Dodge 
Habirite-Habirprene 
Cable with 

Wire Shield? 


Phelps Dodge pioneered the use of a wire shield as a standard item 
in power cable construction. From this background and experience, 
Phelps Dodge developed its outstanding Habirite-Habirprene high 
voltage cable with a wire shield. This cable offers a number of ad- 
vantages over ordinary “RR” cable with tape shield including: 


4, Greater flexibility; minimum bending radius in most cases is less than 
half the bending radius of tape-shielded cable, making installation 


easier in confined areas. 


2 Rugged wire shield can be braided or bunched for use as a ground 
" lead at splices and terminations. Intermediate steps in making ground 
connections are eliminated, saving time and effort. 

3, Dependable wire shield continuity provides protection against hidden 
shield rupture which can occur during installation or in service. 
4 Overall wire shield resistance is constant without the variations found 

"in tape-shielded cable. 

Habirite-Habirprene cable with a wire shield assures you the ut- 

most in safety, durability and handling ease. 


DODGE COPPER PRODUC 
CORPORATION 


300 PARK AVENUE NEW YORK 22, N.Y 


SALES OFFICES: Atiant 


ty, M Angeles, Memphis 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales .. . makes Electrix the most 


outstanding line in its field. 


Why not sell the best. . . espe- 
cially when profits come bigger 
and easier. Sell Electrix Viny!| 
Cube Taps. 


UL 


APPROVED 


Chectnix 


Ashton * Rhode Island 





Oh-eye-o Opener: 





Grand Opening Is An “Eyeful” 


Ohio wholesaler uses effective ‘eye opening’ promotion 
which includes customer attention-getting devices. 


NE OHIO WHOLESALER has 
discovered that the best way 
to attract customers to a grand 
opening is with “eye appeal.” This 
technique was demonstrated last No 
vember when NB Supplies, Inc., of 
Lima, Ohio held an “eye opener’ 
that attracted over 500 plumbing, 
heating, and electrical contractor per 
sonnel and manufacturer’s purchasing 
agents to the grand opening of a 
new warehouse and show room 

Included in the grand opening show 
was a home planning center called 
the “idea rooms.” The center depicted 
hundreds of home planning ideas on 
a full-scale as they would appear in 
an actual home 

The event, which lasted three days, 
consisted of tours of the NB Supplies 
warehouse, and tours of the new 
home planning center. Also many 
manufacturers’ products were repre- 
sented in a booth area in the largest 
of the warehouse areas. Prior to the 
grand opening, manufacturers and 
suppliers were contacted and asked to 
participate in the form of booths, door 
prizes, and advertising 
e Invitations—According to an NB 
Supplies spokesman, a total of seven 
mailings were sent to customers. The 
first two mailings were on 5 x 8-in 
post cards and were so-called teasers. 
rhe third mailing was a letter explain- 
ing the full details of the “Eye 
Opener” with the exception of the 
description of the idea rooms. The 
customers reportedly were told they 
would have to see it to believe it. 

Letter number four contained a 
metal key and the dealers were again 
told the story plus the fact that their 
key might unlock a treasure chest 
that contained prizes. The fifth letter 
was directed and addressed to each 
customer’s wife. The sixth mailing 
was another 5 x 8-in post card which 
was a reminder or impact type of 
card 

A final mailing was sent informing 
the dealers not only of the list of 
door prizes, but also the name of the 
supplier contributing each item. 
e Salesmens’ Role—The salemen of 
NB Supplies played an important 
part in pre-show activities by issuing 
calling cards consisting of the picture 


of an “eye”, date, place and time of 
the “Eye Opener.” Wearing odd 
glasses for a week was another at- 
tention-getting device. The glasses 
presented in illusion of the eyes 
opening and closing 

Salesmen also wore badges telling 
about the forthcoming grand opening 
e Welcome Mat Out—As the cus- 
tomers arrived at NB Supplies, Inc 
they were welcomed by C. R. “Ted” 
Bushong, operations manager, Ron 
McCoy, heating department manager, 
and Dick Etgen, receiving supervisor. 
They were then introduced to a direct 
mail service representative, who pre- 
sented them with a registration badge 
with their name and the company 
they represented. He explained the 
direct mail service operations 

Tour guides were on hand to con- 
duct the contractors through the ware- 
house which encompasses 50,000-sq 
ft of indoor storage and 30,000-sq ft 
of outdoor storage space. The guides 
explained the methods of warehouse 
operation, stocking methods and vari- 
ous material handling devices. At 
the conclusion of the tour, the con- 
tractors were free to visit the 48 
manufacturers’ booths. The booths 
displayed the latest in heating, elec- 
trical and plumbing equipment.. 

According to NB Supplies manage- 
ment, the objective in having the 
representatives and displays present 
was to answer the many questions 
and problems that arise in the con- 
tractor’s everyday work and to dis- 
play the latest in the plumbing, heat- 
ing, and electrical industry 

The tour was concluded by a per- 
sonal interview with the management 
of NB Supplies, Inc., Ralph C 
Schroeder, general management, and 
Russ Atkinson, sales manager, who in- 
formed contractors of the purpose 


and scope of this new organization 


It's Round-up Time For 
NAED Convention Booths 


DALLAS—Ride ’em cowboy if vou 
want to reserve a conference booth 
for the 52nd annual convention of 
the National Association of Elec- 
trical Distributors, May 1-4, in Dallas 
March Ist is the deadline 
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BOSS... COMPLETE LINE OF ELECTRICAL —T 
< > << os, + ST 





BOSS J.I.C. Wireway and Fittings ; 


Flanged Hinged Cover Wireway & Fittings 
Flangeless Screw Cover Wireway & Fittings 
Flangeless Hinged Cover Lay-In Wireway & Fittings 








The Line otf Least Resistar 


You can always be sure of excellent quality 

and prompt delivery on stock or “specials” 

with the complete line of BOSS Boxes, 

Wireway and Fittings. 

; , , Type “A” Box 
Job-engineered for quick, easy installa- 

tions, BOSS enclosures are code gauge 
steel, have smooth corners, with firm but 
easy knockouts. All units are UL approved. 
Finished in durable gray baked enamel. 


BOSS now also offers you new Oil Tight 
Push Button Enclosures for excellent pro- 
tection against oil, dirt and liquids. 





Write for Catalog on the complete line 
of BOSS Electrical Enclosures. , 


Sold thru leading distributors Screw Cover Pull Box 


everywhere. 





“tear Telephone Cabinet 
Cabinet 


You can rely on BOSS for custom fabrication of your “‘specials” of any type 


THE HUENEFELD CO. Engineered Products Division 
2701 SPRING GROVE AVE. CINCINNATI 25, OHIO 


““COPE’S PROTECTIVE DISTRIBUTOR 
POLICY KEEPS SALES OUT FRONT 
IN OUR TERRITORY’’—Ssayrs JOE FirsT 


“The only completely integrated line of cable supporting systems for 


every installation requirement . . . sold exclusively through authorized 


distributors—and backed up by a company policy that really protects 


anion. Gam and promotes our selling effort! Cope's Selective Distribution Policy is 


ae renee doing a real job for us as I'm sure it does for authorized 


dustrial Sales Divis 


gg yaaa aa Cope electrical wholesalers throughout the country. We're 


Wilmington, Delaware sold on Cope—and we're selling Cope." 


HERE’S THE POLICY DESIGNED TO HELP YOU SELL COPE PRODUCTS 


T. J. Cope shall sell its Cable Supporting Systems and Installation Accessories exclusively through Cope authorized 
distributors who shall agree not to handle a competitive line of cable supporting products. Cope authorized dis- 
tributors will be limited to the minimum number necessary to provide effective coverage for the logical customers 
of T. J. Cope Division products. A Cope distributor must be a leading supplier of electrical apparatus and supplies, 
financially responsible. 
T. J. Cope Division and its appointed representatives accept the following responsibilities to their 
authorized distributors: 
1. To train the distributor sales personnel in the application of Cope products and effective selling 
of the Cope line. 


2. To assist its authorized distributors on the application of Cope products for specific jobs. 


3. To create a demand for Cope products by promotional efforts among consulting engineers, 
architects and other specifying influences. 


4. Additional Cope distributors will not be appointed in any given marketing area without prior 
consultation with existing Cope authorized distributors. 


5. To protect its authorized distributors on all business. This specifically 
includes sales to utilities and government agencies. 
An authorized distributor for Cope products is expected to: 


1. Maintain a selling organization equipped to specify, quote and service 
a customer on T. J. Cope Division products. 


2. Grant T. J. Cope Division field and factory representatives the oppor- 
tunity to hold sales meetings for the distributor personnel as required. 


3. Cooperate with T. J. Cope Division and its representatives in any effort 
which has as its objective an increase in profitable business for both 
distributor and manufacturer. 


4. Conduct his T. J. Cope business in accordance with the established sales 
policies of T. J. Cope Division, Rome Cable Corporation. 


Originators of the 
First Integrated 
Line of Cable 
Supporting System 


Division of ROME CABLE CORPORATION - COLLEGEVILLE, PA. CHANNEL 
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... better packin’s ! 





...one piece pure copper 
..-Seamless barrel 
... flip-top box = 















Be a flip-top fan— 
smoke a Marlboro! 





ONE PIECE PURE COPPER means a solid, 
low-resistance connection for junction box, panels and motor 
control work— SEAMLESS BARREL means you can crimp 
anywhere on the barrel—FLIP-TOP BOX means handy shirt 
pocket size—you get the Hylugs® you want when you want them... 


no fumbling...all the connector facts right on the box. 


WTAGSOA. WA 


Insist on 
genuine Hylugs 
in flip-top boxes! 


Norwalk, Connect @ In Europe: Antwerp, Belgium e¢ Toronto, Canada 


Complete with 
1 Universal Die Head, 2 Sets of Dies 
for 2” to 2”’ pipe or conduit 


Looks good, does better. Perfect cutting, 
reaming, threading fast . . . and easy! 
Three tools operate independently 
swing up out of the way for short pipe 
chucking from front. Slip-proof Speed 
Chuck is a great performer. Concealed 
oil system, automatic shut-off nozzle. 
Quick-opening die head sets to size right 
in machine. Power? . . . RItxtt>-built 
motor handles 2”’ pipe, conduit, bolt, rod 
and 12” geared tools easily. Leg and 
wheel stands available. Keep a RIaAID 
535 on display ... let your customers try 
it. You'll like its profitable popularity. 


THREADED PIPE... it’s Tight... It’s Best... Costs Less! 


High Voltage .. . 
Continued from page 14 


pensive. In a period of restricted 
lending, the banks—and some other 
lenders—prefer to concentrate on 
loans to corporate business, since 
such loans are generally more profit- 
able than mortgage loans 

Furthermore, high interest rates 
have been tempting individual savers 
to put their money into corporate, 
municipal, and U.S. government 
bonds— instead of into savings banks 
or savings and loan _ associations, 
which concentrate on mortgage lend- 
ing. A striking example was the loss 
of nearly $200 million of deposits by 
mutual savings banks in October, 1959 

the month when the U.S. Treasury 
issued its new 5% notes. This loss 
undoubtedly curtailed the savings 
banks’ ability to make mortgage com- 
mitments for 1960. 

The federal housing agencies 
which were originally created by 
Congress to supplement private mort- 
age lending—have taken their cue 
rom the FRB and curtailed mort- 
zage aids in recent months. During 


f 


the 1958 recession, and continuing 
for most of 1959, these agencies were 
very active The Federal National 
Mortgage Association (Fannie Mae) 
purchased over $1142 billion of mort- 
gages either directly from home- 
builders or (in the case of existing 
mortgages) from the original lenders, 
whose funds were thus released for 
new mortgage loans. The Home Loan 
Bank Board advanced over $850 
million to savings and loan associa- 
tions to use in mortgage lending. 

Together, these two f 
cies provided the funds for about 
of all new mortgage lending in 1959 
But in the late months of the year, 
they cut their advance commitments 
rather sharply, and it now appears 
that they will provide about $1 bil- 
lion less to the mortgage market this 
year than last. This may chop 100.- 
000 units off the number of housing 
starts that can be financed in 1960. 
Private lending may be off as much 
or more. 

The results of these declining com- 
mitments, by both private lenders 
and government agencies, show up 
clearly in the forecasts of housing 
starts for 1960: from 1.1 million 
or even less—to 1.2 million units, at 
most. Some of the expert forecasters 
disagree as to the length and depth 
of the decline. But all of those close 
to the housing industry agree that 
1960 will be an “off year.” 


ederal agen- 


What Next? 


Even if this year shows a consid- 


Continued on page 98 
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9 miles of SPANG Conduit protect wiring in the new Plaza 
Apartments, Wilmington, Del. Benjamin J. Lener, general foreman, Light & Powe 
Construction Co., reports Spang uniformity provided a good job, saved installation time 
protects his company’s reputation. Uniformity of Spang Conduit meant consistently good 
bends and fast, accurate threading on the job. Smooth interior finish provided easy wire 
pulling, prevented wire damage. The HD Galvanized finish has high corrosion resistance 

didn’t flake or chip during bending. You’ll get top-quality jobs with Spang, too. See you 
local Spang Distributor for fast service! 


panel Home THE NATIONAL SUPPLY COMPANY 


r: Ernest di Sabatine & Imingtor 

ngineer: Everett Miller, Philadelphi Two Gateway Center, Pitt Gy 

Light & Power Constractios Subsidiary of Armco Steel ( ration : 
We t r use Ele tr 





Bi 
witli! 


my wife taught me a lesson... 


298] 


Recently, | decided to show the 
little woman how to do some smart buying. | 
combed the paper for “specials,” made notes 
on store addresses, and set out full of confidence. 

However, at her insistence we stayed in one 
store the whole time. Never did go after my 
specials ... and I’ll have to admit the place we 
shopped had about everything desired by civil- 
ized man. 

Later, back at the office, I realized the wasted 
gasoline, rubber, energy and shoe leather just 
wouldn’t have been worth the saving. The lesson 
was clear. You and I, as electrical wholesalers, 
can save time and money by consolidating pur- 
chases wherever possible. For every extra pur- 
chase order that isn’t written, there are also 


receiving reports, checks, inventory sheets, that 
don’t have to be written. There are fewer ship- 
ments coming in. Fewer cartons to open and 
then there’s always the savings in freight. 
One way to cash in on these efficiencies is to 
buy electrical supply items from Porcelain Prod- 
ucts Co. They make 127 different items for 
sale through recognized electrical wholesalers. 
They can furnish you a well rounded line. 
Insulated Clevises, being pro- 
moted in February Operation 
Full Stocking, are an example of 
‘| the many different products 
~ available from Porcelain Prod- 
gi¥S ucts Co. Write for detailed il 
AVA lustrated ( levis flyer showing 
4) complete line. 


PORCELAIN PRODUCTS CO. 225 N. PATTERSON ST., CAREY, OHIO 


0 
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ELECTRICIAN'S 
RIGHT ANGLE 
DRILL KIT Model 312K 


Right-angle or straight-on drilling 

Head swivels 360 . locks in any 
position. Right angle high speed for small | 
right angle low speed j 
for large holes 


holes... 


SAWZALL Model 414 


All-purpose, heavy-duty electric 
HACKSAW .. . 37 strokes per 
second ... “plunge cuts” into floors, 
walls, and ceilings . . . needs no 
starting hole. Weighs only 634 Ibs 


with 

ELECTRICAL 
DISTRIBUTORS 
and CONTRACTORS 


Heres why ! 


a a recent survey of portable electric tool 
preference, more distributors ranked 
MILWAUKEE first than any other line 
The same preference has existed among tool 
users for years 
Here are the reasons 
e MILWAUKEE pioneered the development 
of tools designed and built specifically 
for the Electrical Contractor 


.-TRY 'EM 
AT OUR BOOTH No. 104 
NAT'L ELECTRICAL 
INDUSTRIES SHOW 
q March 6th to 9th 
“mi " New York Coliseum, 


Years of trade acceptance give distributors 
fast tool turnover more profit per dollar 
invested 


N. Y 


Every tool is ruggedly built to stand 
heavy-duty use to deliver more service 
free performance longer life 
Now is the time to sell the line electricians 
want ... at prices that will start them buying 
.. and at profits you can’t afford to pass up 
MILWAUKEE is that line! 


| Both furnished 
with steel 
carrying case 


NJ 
MILWAUKEE ELECTRIC TOOL CORPORATION 


5390 WEST STATE STREET 
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MILWAUKEE, WIS 








Profit-minded dealers agree... 


High Voltage 


Continued from page 


erable drop, the homebuilding indus 
try is likely to rebound before very 


long. It’s important to remember that 


housing starts are declining primarily 
MEAN BIG VOLUME ne eee ee 
ees lack of potential house buyers In 


fact, recent surveys show that the 

desire to own a new or better home 

is one of the most prevalent unsatis 
fied demands in our economy. There 
fore, if inflation is kept under con 
trol, and the government is in 
position to ease credit restrictions in 
late 1960 or 1961, housing starts 
may rebound sharply 

The timing of the rebound de 
pends as much on politics as on eco 
nomic considerations. It is always pos 
sible that Congress will intervene 
despite the danger of inflation—if 
housing volume drops too much in 
1960. For example, some members of 
Congress have already suggested the 
creation of a Central Mortgage Bank 
that presumably would not be as sub 
ject to Administration directives on 
credit as are the present federal 
housing agencies—and so would make 
more credit available at lower rates 
Others have suggested increasing 
FNMA’s authority to purchase mort 
gages at par from builders is it did 
in 1958 and early 1959 
If some action like this is taken, 

housing starts in 1960 may follow 









| a “hockey stick” pattern, slanting 
down for most of the year and start- 
: _——— j a Dealers handling ing to turn up at the end. But an 
’ Ramset are accus- earlier upturn is unlikely. Even if 

tomed to quick turnover os Pe gee ee ne 
1), the process of securing new 
and consistently big volume. mortgage commitments and turning 

Ramset powder-actuated builders’ plans into actu construc 

é tion might take as long x months 
heavy-duty fastening tools and If Congress cannot agree on a new 
Shure-Set hammer- powered light- housing bill—or if the bill it passes 
fastening tools can set a variety of is vetoed by the President, as con- 
tributing to inflation—an upturn is 
fasteners into steel, concrete and other probably as far away as 1961. By 
hard materials up to 15 times faster! that time, the peak of other credit 
demands may be past—so that more 

Once a contractor buys a Ramset or mortgage money will become avail 

Shure-Set tool, experience proves he comes able, even without special action | 
back again and again to repeat and increase Congress. As in 1958, any drop in 
. : interest rates on corporate bonds 
his orders for fasteners and powder charges. would drive large quantities of in 

Ramset, the best-known and most widely used vestment funds back into mortgage 
system in the world, is heavily-advertised, offering ce en Dee ® ae Sie ot 

’ ; interest. And this would end the 
dealers a ready-made market in the booming “tight money” problem. Under more 
construction and maintenance fields. favorable credit conditions, housing 
a é starts could again reach 1.3-1.4 mil- 

It will certainly pay you to look into the Ramset line. lion units in 1962 or 1963. 


Write direct for further information Looking further ahead, the volume 
of new housing seems sure to in 
crease. New household formation will 
reach 1 million annually by 1965, 


compared with an average of 875,- 





Fiamset Fastening System 





EVERYONE 


who Is anyone ir in | the electrical world | Is coming to the 








BECAUSE THIS IS THE ONLY, ALL-INCLUSIVE, ELECTRICAL INDUSTRIES SHOW 
IN AMERICA IN 1960. OVER 20,000 ARE EXPECTED TO ATTEND! 75,000 
SQUARE FEET OF EXHIBITS! OVER 275 DISPLAYS...ACTION—DEMONSTRATING 
EVERY PHASE OF THE MODERN ELECTRICAL INDUSTRY! 


@ This is your chance to catch up on all that is new and @ Open to the Electrical Trade only! 
exciting in your industry... your opportunity to grow in @ No registration fees of any kind! 
the fabulous ’60’s, the brightest future ever foreseen 
for this industry. Show Hours: 

This is your chance to meet, talk, do business with Opening Day—12 noon-8 PM 
colleagues from every state...to improve your 3 PM-10 PM 
efficiency and increase your business! All other days — ‘ 

EVERYONE WHO IS ANYONE is coming to the Fifth . ee 4 
National Electrical Industries Show at the showplace fa an tee 
of the world...the NEW YORK COLISEUM, = 


© Please send #____. extra tickets 


March 6, Fe 8, 9, 1960. Are you? © | am interested in Air Travel for * _____ people 


. © | am interested in Hotel Reservations for *____ people ; 
Sponsored By: Eastern Electrical Wholesalers Assoc. Inc. | © F would like to have theatre tickets (nite clubs — tows — ete.) 


Produced By: American Electrical Industries Expositions Inc. 
550 Fifth Avenue — New York 36, N. Y. JUdson 2-6052 
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QOO in the past five years. Highway 
construction and urban redevelop- 
ment are adding to the number of 
old houses demolished (and replaced) 
each year. And more families are 
finding it possible to own vacation 
houses, or other second homes. Such 
market demands are likely to support 
homebuilding at an average rate of 
1.5 million units in the years 1965- 
1970. 

e Highway Building The federal- 
aid highway program is snarled by 
rising costs, and the failure of Con- 
gress to vote enough taxes to pay for 
the mileage’ originally scheduled. 
(This federal-aid program is now 55% 
of all highway expenditures.) In mid- 
1958, Congress suspended the “pay- 
as-you-go” requirement of this pro- 
gram for one year. But it’s back in 
force now. Expenditures depend on 
the revenue from federal gasoline and 
auto excise taxes. And _ federal-aid 
allotments have been reduced to 
bring them in line with revenues. The 
highway program is so vital that state 





governments seem sure to bring in- 


a : 
Fo e-she creasing pressure on Congress, and 
delivery service... get the allotments raised—with or 


without a tax increase—before 1960 
ends. But because of the time re- 
quired to make studies and get con- 
tracts, highway construction will not 
turn up much before 1961. 

e State and Local Construction 
The most urgent postwar needs for 
schools and hospitals (and other local 
projects, such as sewers and water- 
works) are behind us. Construction 
deferred in the wartime 1940s was 
largely made up in the ’50s. So we're 
now working mostly on current needs 
And many communities have balked 
at the rising cost of new projects 
particularly what are regarded as the 
frills attached to some proposed new 
school construction. As a result, state- 
local construction is levelling out in 
1960. But this is only a temporary 
pause before the uptrend resumes 
and even accelerates in the later 
1960s—as population growth creates 


You can always figure on 
new demands. 


> — In total, 1960 construction activity 
“~ Hh, ' my F O i may average about the same as 1959, 
but—in contrast to the past year 
the closing months of 1960 will be- 
gin to show increases. The current 
li as a “era : ‘ ge | decline is likely to be one of the 
ine of quality wiring installation equipment ready for immediate - of . , — 
delivery! Coast-to-coast warehouses stock all sizes, shapes and types a a eee a 
; en ~— s On SIZes, SHApPSS ane types struction cycles 
of U.L. listed wireways and auxiliary fittings, cabinets, boxes and 
enclosures—J.I.C. equipment, too. So, for prompt service all ways— $11 Billion Sales Market 
you'll find it always . . . pays to figure on Keystone. | For Electronics In ‘60 
NEW YORK-—Sales of electronics 
equipment and _ replacement parts 
KEYSTONE MANUFACTURING Co. should be near $11 billion in 1960. 
23329 Sherwood Avenue . Warren, Michi | ~: hia — — a ene oe 
, — billion, predicts Electronics, a Mc 


Wherever you are, whatever you want—Keystone has a complete 


Graw-Hill publication 
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Wehle Electric Opens 
Electronic Sales Center 
BUFFALO—Wehle Electric Co 


Inc.. has opened a new electronic 
distribution center in this city, ac 
cording to Richard Wehle, president 
of the firm. 

The new electronics center is lo- 
cated at 465-75 Ellicott St. and is 
housed in part of a completely re- 
built building which reportedly in 
volved an expenditure of more than 
$300,000. It will carry large stocks 
of electronics parts and components 
for industry, as well as complete 
stocks of radio and TV equipment 
for service dealers, Wehle said 


New Pittsburgh Firm 
Enters Conduit Field 


PITTSBURGH Wheatland Elec- 
tric Products Co., with headquarters 
in this city, has been formed to mar- 
ket its own line of standard and 
specially designed electrical products 
through distributors, according to a 
company announcement 

President R. C. Bennett, Jr., for 
merly with Bennett Associates, said 
Wheatland will begin supplying trade 
with rigid steel conduit, EMT, header 
duct and underfloor duct systems in 
early 1960. More products will be 
added later 


Philadelphia To Host 
NWEB Sales Conference 


PHILADELPHIA—The 16th an 
nual National Wiring Bureau's sales 
conference will be held in this city 
on February 25th and 26th 

According to an NWB spokesman, 
representatives of every branch of 
the electrical industry will be rep- 
resented, both on the program and 
in the audience. 

Topics of discussion will include 
“How A Distributor Promotes House- 
power,” by John Clark, general man- 
ager, Noland Credit Corp., Newport 
News, Va., and E. M. “Jack” Myers, 
manager of merchandising, electrical 
div., Noland Co., “Profit Promotions 
Of 1960”; “Certified Wiring And The 
Medallion Home.” 


Clark Controller 
Opens New Orleans Office 


NEW ORLEANS—A New Orleans 
sub-office has been announced by the 
Clark Controller Co., Cleveland. The 
new Office, located at 1122 Dryades 
St., will serve southern Louisiana and 
the border of Mississippi. 
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HOW GOOD IS... 
wo? 
AN IMITATION Amptrap : 


/ Xm 


riley 





for 
600 Volts 
or less 


Amp-traps are our products. We originated and developed them. We alone 
manufacture them. They are so good that others are now imitating them 
This is flattering because it indicates Amp-trap is superior. But, don’t be 


confused by imitations. _ ss 
it f ir Pp 


“Just like Amp-trap.” “As good as Amp-trap.” “Works like Amp-trap.” 
“Better than Amp-trap.”” These are the deceptive phrases that imitators 
must use. Without them they can neither explain nor sell their substitutes 


Amptrap 


Whenever you need Amp-trap, you want Amp-trap 
a substitute. Amp-trap is a very special current limiting device with high 
interrupting capacity. Regardless of claims, imitations aren’t enough. More 
than 27 patents prove it. Nothing takes the place of Amp-trap! For your 


not an imitation or 


own protection specify Amp-trap. Then make sure you get it 


THE CHASE-SHAW MUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


Subsidiery of |-T-E CIRCUIT BREAKER CO, 


Om) at ~. ) 


c- Qa T ove CT rome 
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MODEL 58 
“RA” STARTERS . 
in SIZES O through S Contractors Indicted 


In Texas Bid-Fix Case 
DALLAS—A federal grand jury 


has indicted seven electrical contract 
ing firms, three individuals and the 

| Southeast Texas Chapter of the Na- 
tional Electrical Contractors Associa- 
tion for anti-trust law violations 

The three-count indictment charged 
conspiracy to suppress and eliminate 
competition and to monopolize the 
sale and installation of electrical 
equipment in the Houston area. Each 
carries a penalty of up to a $50,000 
fine and a year’s imprisonment 

Firms named as defendants in the 
indictment were: 

J. S. Copeland Electric Co., Inc., 
Houston 

Electrical Construction, Inc., Hous- 
ton. 

Fischbach and Moore of Texas, 
Inc., with headquarters in Dallas 

Fisk Electric Co., Houston 

Hirsh Electric Co., Houston 

Pfeiffer Electric Co., La Porte 

Howard Foley Co., Washington, 
Dc. 

Individuals named as defendants in 
the indictment were: Daniel Hirsh, 
president of the Hirsh Electric Co.; 
Harold P. Pfeiffer, president of the 
Pfeiffer Electric Co.; and Charles 
Scholibo of San Francisco, former 
secretary-manager of the National 
Electrical Contractors Association 
chapter. 

e Co-conspirators Named as co- 
conspirators but not as defendants 
were Local 716 of the Internationa! 
Brotherhood of Electrical Workers; 
two former business managers of the 
union, B. B. Morgan and Lawrence 
Evans; their assistants, and others un- 


MECHANICALLY 
CONTACTORS 
in SIZES O tI 


lla 
FOOT SWITCHES 
LIGHT, MEDIUM and HEAVY 
DUTY TYPES = 


WEATHERPROOF AND 
EXPLOSIONPROOF 
ENCLOSURES 


CONTROLS 
RROW-HA RT 


or 196.0 


Pictured above are only a few of the many NEW, 
IMPROVED motor controls offered by Arrow- 
Hart during 1959. 


named. 

e Indictment The indictment 
charged that, beginning as early as 
1948, the defendants and co-conspira- 
tors have engaged in an _ unlawful 
combination and conspiracy to sup- 
press and eliminate competition in the 
sale and _ installation of electrical 
equipment in this area 

It claimed a “continuing agreement 
and concert of action” along the fol- 
lowing lines: 

e That jobs for the sale and in- 
stallation of electrical equipment will 
be allocated among the defendant and 
co-conspirator electrical contractors. 


Arrow-Hart engages in user and customer re- 
search, as well as product research, to determine 
what advances in motor control design and con- 
struction are necessary to supply you with prod- 
ucts that meet present needs and anticipate future 
requirements. 





Long experience . . . look-to-the-future research 

. an unmatched reputation for quality earned 
through 70 years of service to the electrical in- 
dustry . . . are sound reasons for relying on 
ARROW-HART, for specifying — buying — using 

motor controls that bear the famous ARROW- 
HART trade-mark. Write for details on the new 
products pictured above to The Arrow-Hart & 
Hegeman Electric Co., Dept. EW, 103 Hawthorn 
St., Hartford 6, Conn. 


e That one defendant and co-con- 
spirator electrical contractors, other 
than one designated to be low bidder 
on any job, will submit higher bids 
than that agreed upon for the desig- 
nated low bidder or will refrain from 
submitting any bid 

e That electrical contractors other 
than the defendant and co-conspirator 
electrical contractors will not be per- 
mitted to bid successfully upon or to 
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perform any job on which a defendant 
or co-conspirator electrical contractor 
intends to bid 

e That the union will refuse to sup- 
ply labor for, or will withdraw labor 
from, or will supply only inferior or 
incompetent labor, or will instigate 
work slowdowns or stoppages without 
just cause on any job on which a de- 
fendant or co-conspirator electrical 
contractor intends to bid, or will 
threaten to do these things, unless the 
job is awarded to the designated “low 
bidder.” 

e That the union will not furnish 
labor to any electrical contractor out- 
side the Houston area for work in the 
Houston area which the defendant or 
co-conspirator electrical contractors 
wish to perform; or will supply only 
inferior or incompetent labor, or will 
instigate slowdowns or _ stoppages 
without just cause. 

e That the association (NECA) 
members will use identical overhead 
percentages in computing their bids on 
electrical construction projects in the 
Houston area. 

e That association members will 
limit the amount of their work ob- 
tained through competitive bidding to 
maximum amounts to be determined 
by the advisory committee of the as- 
sociation 
e Conspiracy’s Effect—The govern- 
nent charged that the conspiracy al- 
legedly had the effect of 

e Destroying competition in the 
sale and _ installation of electrical 
equipment in the Houston area. 

e Increasing the cost of electrical 
equipment installed in the area since 
1954 to an extent far greater than the 
increase in the cost of other building 
and construction work or increases in 
the wholesale prices of electrical equip- 
ment 

e Making it impossible for elec- 
trical contractors who are not parties 
to the conspiracy to secure the labor 
necessary to perform electrical con- 
tracting work which the defendant 
and co-conspirator electrical contrac- 
tors wished to secure without compe- 
tition 


Distributor Gives Awards 


INDIANAPOLIS Farrell-Argast 
Electric Co., Indianapolis, Ind. has 
announced the following 1959 annual 
awards to manufacturers’ represen- 
tatives and agents: For _ represen- 
tatives, Don Becker, John C. Virden 
Co. was awarded “best” classification, 
and Robert Vandivier, Minnesota 
Mining & Mfg. Co., placed second. 
Among agents, Clyde Warble, Clyde 
Warble and _ Associates, received 
“best” classification, and Cecil Hadiey, 
Dickinson & Hadley, placed second. 





20 AMP 
GROUNDING 
DEVICES by 


3-WIRE 
2-WIRE 
20 AMPS 
125 VOLTS 


en ie) 8), iell, lem ov Witmer lale 
RECEPTACLES 


RECEPTACLE 
6722 


IMPORTANT TO 
YOU UNDER THE 


NEW CODE REVISIONS 


The 1959 revisions of the National Electrical Code 
have extended grounding requirements to many ad- 
ditional types of heavy-duty portable tools, mainte- 
nance equipment, and household appliances. As a 
result, these new Arrow-Hart 20 Amp Grounding 
Caps and Receptacles are ‘“‘must”’ items for hundreds 
of different industrial, commercial and residential 
applications. Your customers will be asking for them. 


Also available in weatherproof type with and 
without padlock, these Duplex Receptacles feature 
2-circuit break-off fins that allow optional wiring as 
two electrically separate outlets. Caps are available 
in rubber or armor-over-rubber types. 


These new devices offer you new opportunities to 
build profits by offering your customers the newest 
and finest wiring devices. Write today for complete 
information. 


Dept. EW, The Arrow-Hart & Hegeman Electric Co. 
103 Hawthorn Street, Hartford 6, Connecticut. 





Latrobe 
Electrical 
Products 


= FITS 


= a, ALL 
= \ 


. POPULAR 


4 


| SIZE 

[AND 

STYLE 
RECEPTACLES 


The #190 ‘Tru-Leve adjustable Floor Box 
accommodates the various new standard 
styles and sizes of receptacies—all you do 

simply clip off plaster ears and drop int< 


specially designed adjusting ring 


Wire attachment is easily made, without re 


moving the box-body cover through a 
3'/4" opening, large enc ugh for the hand to 


fit into 


Adjusting-ring and screw 
eveling quick and easy 
Listed under re-examination servic 


Underwriters Laboratories, Inc. 


See Our Booth No. 406 
National Electrical Industries Show 
New York Coliseum—March 6-7-8-9 


Non-Adjustable 
Floor Box 


Represents the last 
word in unique de 
sign, neat appear 
ance, fewest number 
of parts, and least 
amount of labor to 


nstall 


“Latrobe” 
Pipe or Conduit Clamp 

This amp made 

with a double safety hi 
bite of case hardened 

tool steel. Two mod 

els Right Angle 

and the Parallel sur 

port Each model 

comes in II sizes to 

handie pipe or 

duit %" thru 4 


Latrobe Products 


Non-Adijustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes—Cover Plates 
Junction Boxes—Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports—Fish Wire 
Staple and Cable Clips 


Sales Representatives in all principal Cities 


Pullman 


Manufacturing Go. 
1209-1215 JEFFERSON STREET 


LATROBE, PA. 
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CLEARWATER, FLORIDA is the site of the eighth warehouse and branch office 
of Raybro Electric Supplies, Inc. The new branch is located at 703 Court St. a 
short distance from the central business section. It will serve the trading area in 
and around Clearwater, Dunedin, Tarpon Springs, Largo, New Port Richey, Palm 
Harbor and Safety Harbor. William Perez, former territory salesman associated 
with Raybro’s St. Petersburg office, is branch manager of the Clearwater operation 
He joined the company in 1947 





Business Outlook: 


Half-Trillion $ Volume Near 


ITH THE FIRST MONTH of — about $23 billion more than they ac- 
the new year completed, the — tually did last year 
total volume of business in the e¢ Private Investment This year 
United States is about to reach the the prospect is that there will be an 
S00 billion dollar rate. With this in’ increase of nearly $7 billion in pri- 
mind, the business curve is expected vate investment. Business firms will 
be spending over $4 billion more for 
new producing facilities than they did 
should be running at an annual rate’ last year, and increasing their invest- 
of about $525 billion, according to ment in inventories by nearly as 
McGraw-Hill Economics Dept much. The investment in housing, 
For the year 1959 as a whole, the which now moves quite consistently 
Gross National Product was about in the opposite direction from that 
$480 billion, slashed about $4 billion in new industrial plant and equip- 
by the steel strike. For 1960 as a ment, promises to be off about $1 
whole, about $515 billion is a likely billion in 1960. But that still leaves 
figure, an increase of about 7%, with a net increase in private investment 
the year-end-rate running about $10 of almost $7 billion, which will be 
billion higher than the average the most important factor in boost- 
e Government Spending Our man-_ ing the 1960 level of general busi- 
ifold| governments are committed ness. 
to spend about $3.5 billion more this e Foreign Trade—The 1960 for- 
year than they spent last year. Most eign trade account promises to end 
of the increase—about $3.0 billion up with a net increase of about $2 
will be by state and local govern-_ billion in exports. This will be ac- 
ments; the balance by federal. counted for by (1) larger foreign pur- 
Consumers will have what it takes chases of U.S. farm products and in- 
in larger incomes, after taxes, to spend 2 





to keep on rising so that before 1960 
ends the total volume of business 


dustrial raw materials (2) some ex- 
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port success for the new small cars, 
and (3) a sharp increase in exports 
of jet aircraft, and smaller—but sig- 
nificant—export gains for a wide va- 
riety of U.S. manufactured products, 
including both capital goods and con 
sumer goods. 

Add up the prospective 1960 in- 
creases in expenditures by govern- 
ments ($3.5 billion), in expenditures 
by consumers ($23 billion), in private 
investment ($7 billion) and in exports 
($2 billion) and you have the year’s 
increase of about $35 billion in the 
Gross National Product, or total vol- 
ume of business. 

There are those who think that 
the rush to rebuild inventories after 
the 116-day steel industry shutdown 
will cause a sprint in the 
early months of the year that cannot 
be sustained in the later months. And 
there are those who believe the re- 
cently negotiated steel settlement will 
prove to have _ inflationary 
quences lasting well beyond the cur- 
rent of booming activity in 
steel. 

However, it seems quite clear that 
business has what it takes to keep 
expanding right through the year 
And what makes this clearest, of 
course, is the substantial increase in 
business investment in new plant and 
equipment now in 


business 


conse- 


period 


process. 


NEWS 


GE Executives 
Are Disciplined 


NEW YORK—tThe General 
tric Co. has announced it has 
plined some executives for conferring 
with competitors on product pricing 
in violation of company policy. Ralph 
J. Cordiner, chairman, at a 
management conference at Hot 
Springs, Va. that a small number of 
executives and employees were de- 
moted and given pay cuts for ex- 
changing price information with com- 
peting electrical concerns. He 
the move was made to implement 
GE-policy of complying with the 
antitrust laws. 

Only a few employees and few 

products were involved in the action, 
but this “did not alter the seriousness 
with which the company regarded this 
development,” said Cordiner. 
e Grand Jury Investigation—The GI 
action stems from a grand jury in- 
vestigation begun last summer into 
the pricing policies of electrical equip- 
ment makers. The Tennessee Valley 
Authority has charged that bids by 
several electrical equipment suppliers 
were identical. The inquiry aims to 
ascertain if evidence of collusion 
exists. 


Elec 


disci- 


said 


said 


| 
| 


RONG 
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News For The Industry .. . 


Continued from page 83 


mands that a business make progress 
or it is soon left behind 

He told the convention members 
that he was convinced that the next 
decade will see the greatest develop 
ment, use and application of electri- 
city in the history of the electrical 
industry. Both the electrical dealer 
and the electrical wholesale distribu- 
tor must be ready for this growth... . 
they must be ready to meet this chal- 
lenge of new products and new 
applications, he said. 

Hooper suggested reasons why the 
electrical wholesale distributor is im- 
portant to the electrical appliance 
dealer in his participation in_ the 
growth of the electrical industry dur- 
ing the next decade 

“Who is going to introduce these 
new products to the American public? 


. _ inl 99 os 1 | li wr Ihe history of our commerce sug 
ric exe ive “in-betwee eS & sti i ze 812 
tri xelus el n sizes anc tandardized design gests that it will not be the hack 


—Furnas Elee- 


allow you to stock fewer controls, while meeting every cus- distributor or the clean-up dealer 
tomer horsepower requirement, You sell all classes of cus- the fellow who wants to smother the 
market once a market has been estab 
lished—the fellow who really gets 


—Fur- the volume once someone has intro 


tomers and maintain a rapid turnover. 


nas controls are designed, manufactured and tested for duced, pioneered and built consumer 


superior performance, maximum service, sane pendatens taunesg 
It will be none of these Hooper! 
—A minimum number of declared because I am convinced 
they cannot and will not do the job 
There is one function performed by 
—Furnas Electric field men and the forward-looking, experienced dis- 
tributor and dealer that cannot be 
always at your service. done by anyone else 
, P “The distributor enables you to 
offer a broad line of merchandise 
with a minimum of stock investment,” 
Hooper told the convention body 
“If you had to stock every product 
that the customer demanded, you 
would soon find it necessary to cherry- 
pick each line and reduce the number 
of models, colors and products to the 
fast-movers only,” he stressed 
e Depth To Line—‘The distributor 
can help you gain depth to the line 
of products you offer the public,” 
Hooper said. “The alert dealer cer- 
tainly recognizes the value of adver- 
a ee tising and promotion. The manufac- 
sapasamaseadiinan turer is able to offer such assistance 
Distributor Franchise at the local level because it is a 
eovensagers function performed by the distributor 
1069 MeKee Street, and can be made available through 
Batavia, Illinois - him. 


distributor appointments in a given trading area, 
= a 


factory sales engineers, testing and research facilities are 


a te ee 





ee we ww ww we a ee ee 


Write today for Free 





In referring to the dealer-salesman 
relationship, Hooper noted “that more 
distributor salesmen should be inter- 


FURNAS ELECTRIC COMPANY ested not only in obtaining an order 
| from you—but also in assisting you 
BATAVIA, ILLINOIS 


to promote, advertise and move your 
merchandise. Perhaps the time has 
Sales Representatives in All Principal Cities come for the dealer to insist on a 
full service from his distributor sup- 


pliers,” Hooper advised 


A77 
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In-Store Training 


* 
“I think you should utilize the 
distributor to a greater degree for in- | 


store training,” Hooper stated. If the 


distributor is shirking this service to > 
you—jack him up and work out a [ 0 most 
plan to coordinate time and availability 


of your personnel for this ever-increas- 


ing need,” he added. : 
“Two more areas where distributors fl iN Wf Ol 
can offer a beneficial service,” Hooper ses 
stressed, “include the greater use of 
Getieye onl & ieee aiek te te PAINE PEOPLE MAKE PAINE PRODUCTS YOUR BEST BUY! 
you move highly seasonal merchan- The Man From Paine gives you that little extra something 
dise that’s hard to get nowadays. Call it good, ole fashioned 
He observed that it is apparent to service . . . experience . . . concern with your personal 
both dealer and wholesaler that sales success. He can give you valuable tips on increasing 
there is too much interest in who your turnover, sales volume and profits. One proven method 
is the Paine package selling approach. The point is—he's 
always willing to help you. 
Product-wise, Paine’s continuous research program assures 
this is what we're going to have.” you of time-tested, proven in use hanging and fastening de- 
Sineaar meted tet the aeneetedioms vices. You'll find Paine products, like Paine people, give 
et rile ie Aegan you that little something extra. The difference that separates 
are concerned with these services on the men from the boys in contracting circles. Talk to The 


a national basis—and thus it will be Man From Paine soon. 
up to the distributor and dealer to 


work out the right promotion or dis- 
play plan at the local market level. the best craftsmen always take 
In conclusion, the NAED execu- 
tive told the audience that the distrib- 9 
utor can aid the dealer in the 
selection of the merchandise for a 
particular market. “Again the manu- 
facturer must be concerned with 
national demand, whereas the distrib- 
utor, at the local level, can and 
should be of greater advisory assis- 
tance to you in purchasing. Any dis- 
tributor worth his salt should know 
the local market and be able to offer 
his dealer customers useful advice 
concerning the local market require- 
ments,” he concluded. 





does what first—and not enough con- 
cern with a truly aggressive attitude 
that says: “This is what we need and 


























20 Westgate Road e¢ Addison, Illinois 





NECA Head Urges Up Wage 
In Underdeveloped Areas 

WASHINGTON, D.C.—“U:S. in- 
dustry must help underdeveloped 
countries raise their workers’ wages 
so that our industry can compete 
with them,” Oliver F. Burnett, presi- 
dent of the National Electrical Con- 
tractors Association, said recently 
upon his return to this country. 

Burnett was a U.S. delegate to the 
sixth session of the Building, Civil 
Engineering and Public Works Com- 
mittee of the International Labor Or- 
ganization in Geneva. 

“No longer can we depend on 
tariffs to protect manufacturers and 
their workers from foreign competi- 
tion,” he said. “We are losing and 
will continue to lose our markets to 
foreign products until these foreign 
labor rates approach ours. These for- 
eign rates must go, or ours must 
come down,” the NECA executive 
declared. 
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. . 7 City Electric... 
—_ Continued from page 46 
y| Besides taking care of dealer pro- 


motion, fixing windows, signs, etc., 
Stockdale also writes dealer newspa- 
ver ads. “I figure this way,” he quips, 
the ad-man’s thinking alone is no 
good. Only my thinking and the deal 
ers ideas added will do.” 

Stockdale writes the ads for news 


f ® 
Performance a papers and suggests the drawings 
J ) mae tr “You have to suit the ad to the 
bt te 


SOUTHLAND CENTER ae 
DALLAS, TEXAS locale, he claims In order to do 


Rh aa 
a] * ett en ete “s that, Stockdale says that you have to 
. — * te WELTON BECKET : 
J — ‘ eg AND ASSOCIATES keep your eyes and ears open, always 
wee ARCHITECTS AND izing up » loc: -cOnomM\ i 
‘ o_——— pov sizing up the local economy, attitudes 
. ee - and personalities 
FISCHBACH AND “Its a wonderful business,” Stock- 


. . MOORE. INC sé 
—— ELECTRICAL dale sums up There are more and 
eee et CONTRACTORS 


more dealers opening up every day 
a 


“ » > vay » 
oye because of one thing—need. Prob 


4 ‘ ea cO.. INC lems? Sure, but what industry hasn't? 

OF LZ C CSE S eidae . GENERAL 
; . 7 CONTRACTOR Those who cry about problems usu- 
’ ally make their own and don’t spend 


Po on = a : 
Tallest Building he Med Bee eee er oe aly enough time cleaning them up. What 


DEVELOPERS AND do they do? They condemn the mar- 
OWNERS 
ket itself. 

“It's up to the distributor and the 
distributor salesman to do the polic 
ing. If they don’t, they'll lose it all to 
gether. As for City Electric, we're in 


’ Si 


NEWS 





Wholesale Management 
Courses Set For 1960 
WASHINGTON, D.C.—The Na 


Beautiful. new {2-story South- tional Association of Wholesalers has 
| announced completion of  arrange- 


land Center Building in Dallas ments for sponsoring its Ninth An 
proudly boasts new P&S Rock- oven Heeeyen nual Wholesale Executive Manage- 
2201 Rocker-Glo Switch ment Courses to be held on three lead- 
ing university campuses in 1960. 
fices and suites. Rocker-Glo in iyo | The Ohio State University College 
of Commerce and Administration 


A :, (June 12-18), The Wharton School 
vides maximum electrical con- of Finance and Commerce of the 


er-Glo switches in tenant of- 
Despard combinations _ pro- 


venience ina single gang plate. University of Pennsylvania (June 
19-25), and the Graduate School of 
, . / Business at Stanford University (Sep- 
P&S Rocker-Glo switches are tember 11-17) will again present the 
designed for use on tungsten mai thre widely acclaimed courses 

é and 1432 3-wire ! 

According to an NAW spokesman, 


subjects to be covered in this year’s 
at full current rating .. . can curriculum include personnel rela- 
be activated by pressing, push- [) tions and training, financial manage- 

ment, operations, cost and credit 
ing, rocking or rolling. controls, budgeting the wholesale op- 
eration, insurance for wholesalers, 
customer and supplier relations, and 


a new course on wholesaling law. 
CBr CITINS The courses are open to 172 top 


wholesale executives. Inquiries regard- 


PASS & SEYMOUR INC ing the course may be directed to the 


National Association of Wholesalers, 


SYRACUSE 9, NEW YORK 1001 Connecticut Ave., N.W., Wash- 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ill. In Canada: Renfrew Electric Co., Ltd., Toronto, Ontario ington 6, D.C. 











filament and fluorescent loads Grounding Outlet 




















For information, write Dept. EW-26A 
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CALENDAR OF EVENTS 





FEBRUARY 


National Industrial 

Electrical Conference 
Netherland-Hilton Hotel 
Cincinnati, Ohio 
February 1-4 


National Electrical Week 
February 7-13 


Electrical League of New York, Inc. 
National Electrical 
Week Luncheon 
Sheraton-Astor Hotel 
New York, N.Y. 


<> SUPER AC 


bor 
Dependability 
Beyond a Doubt 


CANADA HOUSE 
. 


EGGERS & HIGGINS 
ARCHITECTS 


SYSKA @ HENNESSY 
CONSULTING 
ENGINEERS 


EASTERN STATES 
ELECTRICAL 
CONTRACTORS, INC 
ELECTRICAL 
CONTRACTOR 


February 9 QOACT Si i 
uper x 
i RENTING AND 
© MANAGING AGENTS 
Upper Midwest Electrical AC Switches i 
Industrial Conference 7 BOP 
Leamington Hotel & 
Municipal Auditorium 
Minneapolis, Minn 
February 14-17 


National Rural Electrical 
Co-op Association 
18th Annual Meeting 
Kiel Auditorium 
St. Louis, Mo 


February 22-25 


National Wiring Sales Conference 
16th Annual Meeting 
Philadelphia, Penna. 

February 25-26 


Quality throughout is the key- 
note in the lovely new Canada 
House, 680 Fifth Avenue, New 
York City. That’s why P&S 
MARCH 20AC1 AC switches have been 
specified. 


5th National Electrical 
a P&S 20AC1 heavy duty AC 
Coliseum f 5 y . 
New York, N.Y switches have extra-heavy sil- 20AC 1-1 ; 
March 6-9 ver alloy contacts mounted at oS me 
nodal point—for long life. (OJ 
First National Electric House 
Heating Exposition P&S Super AC switches can be ) 


Chicago, IIl. mF -rated canaci 
March 21-23 used at full-rated capacity for 











tungsten filament lamp loads —— 
and fluorescent installations. mi : | 


MAY 
For information, write Dept. EW-26B Ararat 











National Association of 
Electrical Distributors PASS & SEYMOUR, INC. 
52nd Annual Convention oA anes - 4 . 

ellinn Sanne SYRACUSE 9, NEW YORK 


May 1-4 60 E. 42nd St, New York 17, N.Y. 1440N. Pulaski Rd., Chicago 51, Il!, In Canada: Rentrew Electric Co., Ltd., Toronto, Ontario 
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National Electrical Week .. . 
Continued from page 67 


bandwagon, ask him what material he 
has for you to give to your Custom- 
ers (they have to be advised on how 
to handle the week too) As long as 
the manufacturer depends on you lo- 
cally for business—why not depend 


on ! help you locally h NEW 
KEEPS WORKING TO INCREASE °""")""" enn 


The third target to hit is the local 
YOUR TURNOVER service club. Get speakers to do the 

iob and tell them if they don’t know 
what to talk about, they can always 
get material from NEW Committee 

Fourth: Ask the mayor of your 
town to declare Feb. 7-13 “National 
Electrical Week.’ \ proclamation 
by the mayor is a perfect news mak- 
er in the small town and big city 
Here’s how you go about it 

e Submit text of mayor's statement 
in advance for approval 

e Arrange for press releases and 
photographs 

The proclamation should contain 
pertinent information about Nation- 
al Electrical Week and appropriate 
remarks about the local electrical 
industry 

The fifth method of approach is 
the local schools. Tie in NEW with 
Edison’s birthday on February 11th 
and pass out this information. Sug- 
gest to the big manufacturer in your 
area, or the utility, that they invite 


END-USER INTEREST IS ON THE RISE science students to visit their plant 


PLUGMOLD advertising in the Saturday Evening . or power station 
Post, Time, and a long list of ‘‘shelter’’ publica var Last but not least, tell the story 
tions . . . and increasing editorial treatment f Fy to the local dealers and show them 
of PLUGMOLD in all kinds of periodicals 5, Mies how to capitalize on the Week by 
have been producing end-user response ree S os running special sales, predicated on 
at an accelerating rate. Advertising to ga the fact that electricity will “spark 
contractors and engineers *- Ue the sixties” and raise the standard 


has been ubled! Pode ga - 
' countee Ne ae 1 of living for everyone 





NEW YORK New York City 
electrical contractors in the construc- 
tion industry have announced a two- 

Every distributor knows how profitable the Wiremold line year so-called “anti-inflation” con- 
tract with Local 3, International 
‘ a s : ara: Brotherhood of Electrical Workers, 
policies . . . and every Wiremold distributor will increas- industry sources report 


has always been, thanks to our steadfast distributor support 


ingly feel the impact of our efforts to achieve greater turn- According to the pact, it was dis- 
over of vour stock. closed, the employers have pledged 
‘ not to pass on as higher prices the 
IN ADDITION TO END-USER PRESSURE our eee ee oe 
1960 program calls for: complete new specification literature gage gees 
. sah re : , In return, the union, reportedly, 
to help customers figure jobs . . . new application literature to has agreed to co-operate in a broad 
help sell jobs . . . and the Genuine Electrical Eagle-Eye program for eliminating waste and 
plan. Your Wiremold man will show you how to ee a a ee 
use of labor-saving devices and pro- 
gain full advantage of the Wiremold Turnover cedures. ; 


Program. The new contract, however, con- 
tains no machinery for policing the 
employers’ pledge not to raise prices, 


THE WIREMOLD COMPANY + DEPT. WO-2 + HARTFORD 10, CONN. it has been reported 
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Higher Federal 
Power Budgets Forecast 


FEDERAL BUDGETS for power- 
related agencies for the fiscal year 
beginning July 1 are certain to be 
higher substantially than during the 
present fiscal year. 


, | = 
Rural electrification administration \ 
+60 
should get at least $250-million for % ICH FEET 
loan funds compared with $136 FRICTION TAF 
million this year, while the Corps of ' és : 





Engineers is expecting its first $1 _EREEENENRRNANENl 
billion budget and the Bureau of Re- 

clamation will be authorized some ‘ 
thing over $300-million. 

e¢ TVA Grows — Tennessee Valley HASE tapes FRICTION 
Authority—now in possession of its C 

bond revenue bond financing author- : . 


ee eee stack up best vW 


million on power equipment in fiscal 
1961, $225 million yearly during the 4 b! FRICTION 
following years. About two thirds of for every jo ad TAPE 
these amounts will be financed by 
I'VA bond issues. 

REA’s loan fund budget will in- 
clude provisions for the controver- 
sial $54-million loan application by 
Hoosier Cooperative Energy, Inc., 
the Indiana Federation of 16 co-ops, 
which plans to build a_ 198,000-kw or splicing. binding insu- 
steam generating plant (for co-ops _ pti wnene ca 
use) near Petersburg, Ind. Odds are lating, men who know rate 
good that the loan will be approved 
e No Change—Chances for any ac- Chase Friction, Rubber, Plas- 
tion on legislation to (1) raise REA 
interest rates from the present 2° 
level to the same rate as comparable 
federal bond issues, (2) substitute or 








tic, Neoprene and Butyl Tapes 


tops for on-the-circuit per- sce % INCH 


FRICTION 


supplement private REA financing formance. See for vourself 
for federal appropriations, are almost . TAPE 


nil in this election-minded session of buy and try several rolls today! = & 
Congress. ‘ : 
[he Eisenhower Administration Chase & Sons Inc., 26 Spruce 
unable to put across its plan for pri- . % INCH 
vate bond Reoniien to ae anal Street, North Quincy, Mass. limae FRICTION 
federal appropriations for rural elec re TAPE 
trification, will be hard-pressed to find ’ 
anyone on Capitol Hill who will even 
mention these controversial proposals 
during the 1960 session 
© Wait “Til Next Year—Most con- 
servative members of Congress feel 
that the issue had best be put off 
until 1961, when a new alignment of 
Democrats and Republicans may im 


prove chances of passage 


American Brass Plans 
Research Center 
WATERBURY, Conn The Amer 


ican Brass Co., a subsidiary of The 
Anaconda Co., has announced plans 
for the construction of a $1,500,000 
research center in this city, accord 
ing to a company announcement 
Ground will be broken in _ early 
summer, and completion is scheduled 
for 196] 
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HOW MANY 
CONTROL TRANSFORMERS 
CAN YOU SELL? 


This Bulletin 
Will 
Help You 


Control transformers are an 
inexpensive means of supply 

ing small current requirements 

at low voltage trom a high volt 

age source of supply. They are 
used to supply current at low volt 
age for lighting circuits, appliance 
relays and solenoids, small motors, 
thermostat controlled systems, con 
trol valves, recording devices, door 
openers, bells, gongs, fire and bur 
glar alarms, coin operated devices 
and many more applications 


To simplify the selection of the 
proper control transformer for the 
usual intermittent operation appli- 
cation, the new Acme Electric Con- 
trol Transformer Bulletin 14-BLO1 
contains a_ ready-reference chart 
showing acceptable over-load ca- 
pacities and secondary voltage drop 
for intermittent Operation in one- 
minute intervals over a_ fifteen 
minute range 


With this chart anyone having basic 
electrical knowledge can become a 
qualified expert in selecting control 
transformers. No more complicated 
formulas to calculate. Better write 
for Bulletin 14-BLO1 today. 


Acme Electrical Control Transform- 
ers are available in three popular 
types. All ratings from 50 va to 
250 va are shipped from stock. 


ACME ELECTRIC 
672 Water St. 
West Coast: 12822 Yukon Avenue 


COnreR 
° 
TRANS FORMens 


CORPORATION 
Cuba, N. Y. 


Hawthorne, Calif. 


in Canada: Acme Electric Corp. Ltd., 50 Northline Rd., Toronto, Ont. 


TR ANS FOR MER S 


PEOPLE IN THE NEWS 





E. A. Grimes has been appointed 
Allegheny district sales manager of 
the Graybar Electric Co., Inc. He 
was formerly division manager of 
Graybar’s Pittsburgh Major Appliance 
Graybar’s Allegheny 


Greens- 


Div. since 1957 
district includes Pittsburgh 
burg, and Erie, Pennsylvania; Youngs- 
town, Ohio; and Buffalo, N.Y 


EK. M. Myers has been appointed 
manager of merchandising, electrical 
Dept., of the Noland Co., Inc., New- 
port News, Va. He replaces ( Fr. 
Andrew 


B. W. Ruth has been appointed dis- 
trict manager of General Electric 
Supply Co., St. Paul, Minn. Ruth, 
formerly with GE in Washington 
D.C., replaces E. J. Peterson, who is 


retiring, an announcement said 


Owen L, Taylor has been appointed 
engineering manager and C. W. Paul- 
son marketing manager of the West 
inghouse Electric Corp’s. new port 
able appliance division. Taylor was 
formerly engineering manager of 
Bryant Electric Co., Bridgeport, 
Conn., a wholly owned subsidiary of 
Westinghouse, and Paulson was form- 
erly manager of the room air condi- 
tioner department at Columbus, Ohio. 


Richard B. Steinmetz, recently elected 
president of Anaconda Wire and 
Cable Co., a subsidiary of The 
Anaconda Co., has announced the 
following changes in the company 

David FE. Allen, vice president- 
sales, has been elected executive vice 
president. William H. Benton, Jr., 
formerly general manager of mills, 
has been elected vice president-manu- 
facturing. John L. Tindale, formerly 
commercial vice president, has been 
advanced to the newly-created posi- 
tion of vice president-marketing and 
sales. Henry V. Van Valkenburg has 
been appointed vice president and 
general sales manager. 


Frank J. Gubernot has been appointed 
vice president-finance of the John C. 
Virden Co., Cleveland, Ohio. Guber 
not joined Virden in August of this 
year. He was formerly associated with 
the Clevite Corp., Cleveland. 


Eugene J. Langley has been appointed 
president of the Riechman-Crosby- 
Hays Co., Inc., Memphis, Tenn. He 
succeeds Howard A. Jackson, who 
retains his position as chairman of 
the board. 
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Joseph C. Lowey has been appointed 
speakers bureau chairman of the Con- 
duit Section for the National Elec- 
trical Manufacturers Association. 
Lowey was formerly general manager 
of sales for Clayton Mark & Co. 


G. R. Springs has been reelected 
chairman of the Electrical Contacts 
Section of the National Electrical 
Maufacturers Association. Spriggs 
also was named chairman of the sec- 
tion’s Statistical Committee. 


Laurence C. Messick has been named 
director of the Medallion Home Pro- 
gram, now a NEMA responsibility. 


John B. O’Donnell has been appointed 
to the newly-created position of dis- 
tributor sales manager of the Sola 
Electric Co., Chicago, Ill. O’Donnell 
has been with the firm 19 years 
Three other appointments in the sales 
department have also been  an- 
nounced: Richard J. Hesse and Joseph 
E. Warhola as sales engineers for the 
New England and East Central dis- 
tricts; Donald Ingwersen has been as- 
signed to the Lighting Div., of the 
company’s headquarters in Chicago 


Jay T. Redmon has been appointed 
Cincinnati district manager of The 
Black & Decker Mfg. Co.’s Industrial- 
Automotive Sales Div. Redmon suc- 
ceeds Ernest E. Randle who was 
appointed sales manager of the com- 
pany’s Canadian subsidiary in Brock- 
ville, Ontario. Also the following dis- 
trict managers have been named in 
the company’s central sales region: 
M. Scott Rolston for the Chicago area 
of the Industrial-Automotive Div.; 
Paul J. Gagliano for the Minneapolis 
area of the same division; and Ralph 
W. Janelli for the Minneapolis Hard- 
ware Div. area. 


E. S. Mathiesen has been named vice 
president in charge of manufacturing 
for Cutler-Hammer Inc., Milwaukee 
Wis. Mathiesen, formerly works man- 
ager, succeeds W. F. Lent, who will 
continue as a vice president with the 
firm. E. C. Bolton has been appointed 
Cutler-Hammer mid-western regional 
sales manager. He will headquarter in 
Chicago. 


Harold J. Schuster has been named 
marketing manager for the residential 
lighting div.. Lightolier Inc., Jersey 
City, N.J. Schuster was formerly east- 
ern divisional sales manager for Mira- 
form Industrial Sales, Inc. 


Raymond P. Imre has been appointed 
manager of sales for the midwestern 
region of Day-Brite Lighting, Inc. 
Imre’s region encompasses eleven 


states. 
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REAR LAMPED 


ALL FIVE 
NEMA 
TYPES 


a eked 1 Rich he 


WITH IMPORTANT EXCLUSIVE FEATURES 


New Steber Series 5000—Rear Lamped Floodlights—are de- 
signed to meet NEMA Specifications FL6-210, Group B, Types 
I, Hf, Il, IV and V. They accommodate G-48, 1500 watt, 


PS-52, 750-1000-1500 


Mercury Vapor lamps. 














incandescent and 400-700 watt 


In addition to “rear-lamping,” 
Series 5000 floodlights include 
these exclusive Steber features: 


Genuine Silicone gasketing at all 
critical points 


Finned, cast aluminum neck and cap 
for maximum heat dissipation 


Shielded condensate drain 


Removable thermal shock and 
impact-resistant lens 


Rear section clips to trunion bracket, 
leaving both hands free for faster, 
safer servicing 


Positive grounding—both during 
operation and servicing 


DELIVERIES 


The well-known Steber “shipment within 16 work- 
ing hours” policy applies to Series 5000 Fiood- 
lights, as well as to all other Steber lighting 
equipment. No need to wait 6 to 8 weeks or 
longer for “rush” jobs—specify Steber ond 
your delivery problem is solved. 


Write for NEW BULLETIN 1097 today! 


Lighting Units PMOWIRA for Every Heed 


STEBER MANUFACTURING CO., DEPT. 71-B, BROADVIEW, ILL. 
Steber Manufacturing Co. of California, 242 S. Anderson St., Los Angeles 33, Cal. 
Divisions of The Pyle-National Company 











... that give full Distributor 
Sales Support 


PTC Distributors are ONE SOURCE transformer 
suppliers ... due to the complete line of small and 
large, dry and liquid type units available. 
Distributors find. that PTC QUALITY assures 
steady customers ... and creates new ones. 
PTC Distributors will verify these sales assets: 


PTC SERVICE PTC stand 
TRANSFORMERS ers with the it 


tional guarantee 


! bullt uw jua 
SERVICE Pic ; uN 
ranging from 50 VA to 5000 KY 


es 4000 n 


ile 


SERVICE 

effor o pro 
LIQUID TYPES ret 

SERVICE PC pr 


SERVICE 11: 
ding PECI 


DRY TYPES 
Write for full information on PTC policy 


and on territorial openings 


PRECISION TRANSFORMER CORP. 
2230 W. Lake St Chicago 12. ti 


Re 


TRANSFORMERS 
QUIET ¢ EFFICIENT 
DEPENDABLE 


NEW LITERATURE 





Floodlighting—A new eight-page con- 
densed catalog on floodlighting has 
been issued by Stonco Electric Prod- 
ucts Co., Kenilworth, N.J. Included 
are illustrations, specifications and 
dimensional drawings on new decor- 
ative outdoor bullets, medium and 
mogul base floodlights, high-intensity 
power-beams, emergency portables 
wiring troughs, splice boxes and out- 
door fittings, as well as cast aluminum 
pendant, ceiling and wall fixtures for 
vaportight service. Write manufac- 
turer for catalog S 


Emergency Lighting Equipment—The 
1960 catalog of emergency lighting 
equipment is now available from 
Electric Cord Co., 432 Plane St., 
Newark 2, N.J 


Explosion-Proof Controls A two 
color, four-page booklet on explosion- 
proof controls, indicating, non-indi- 
cating and recording, has been pre- 
pared by the engineering department 
of the Partlow Corp., New Hartford, 
N.Y. 


Control Devices—New 72-page pub- 
lication, GEC-1260D, contains in- 
formation on the complete line of 
control devices manufactured by the 
General Electric Co.’s General Pur- 
pose Control Dept., Schenectady, 
N.Y. Illustrated catalog includes com- 
plete product description of motor 
starters both manual and magnetic, 
contactors, relays, solonoids, limit 
switches, push buttons, static control 
and pilot devices 


Rural Electrification—Rural electri- 
fication’s progress and how years of 
research, development, and promo- 
tional efforts by the nation’s investor- 
owned electric power companies con- 
tributed to it are described in a new 
booklet, “Rural Electrification in the 
United States,”’ published by the Edi- 
son Electric Institute, 750 Third Ave., 
New York 17, N.Y 


Circuit Breakers—A _ new illustrated, 
40-page, two-color bulletin on mold- 
ed case breakers has been issued by 
I-T-E Circuit Breaker Co., Philadel- 
phia, Pa. The booklet gives ratings, 
specifications and operating charac- 
teristicS aS a guide to designers, con- 
tractors and consulting engineers in 
selecting breakers for a wide variety 
of applications. Copies of the bulletin, 
No. 5001-1A, may be obtained from 
I-T-E Circuit Breaker Co., 1900 Ham- 
ilton St., Philadelphia 30, Pa 
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Wall Lighting—An eight-page book- 
let cataloging wall and utility fluor- 


escent lighting has been published by 


Lightolier Inc., Jersey City, N.J. The 
brochure outlines specifications for 
Lyteline and Sightron units. Copies 
may be obtained by writing the com- 
pany at 346 Claremont Ave., Jersey 
City 5, N.J. 


Drip-Proof Motors—Bulletin No. 196 
on “Sterlicone Multi-Shielded” drip- 
proof motors is available from Ster- 
ling Electric Motors, Inc., 5401 Tele- 
graph Road, Los Angeles 22, Calif. 
The four-page bulletin illustrates de- 
sign features and details of operation. 





DISTR-AGENT APPOINTMENTS 





Hoffman Electronics Corp., Los An- 
geles, Calif—has appointed three 
new eastern. distributors: Cerullo 
Electric Supply Co., Inc., Hazleton, 
Pa.; Igoe Bros., Inc., Newark, N.J., 
and Vermont Electric Supply, Inc, 
Rutland, Vt. 


Universal Wire & Cable Co., Chi- 
cago, Ill, has appointed Rocky 
Mountain Electric Sales Co., Denver, 
Colo. as Rocky Mountain territory 
distributor. 








PRECISION 
Engineered 
Fittings 





ial 
M. STEPHENS 





Mfg. Inc. Los Angeles 11 
814 E. 29th St. ADams 1-9147 
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FOR GREATER SALES IN '60 FEATURE 


A MOST PROFITABLE LINE OF LIGHTING EQUIPMENT 


NEW/ swivel sparuites "* ino°°® 
; OUTDOOR USE 











FOUR NEW 


SPARLITES _ CAST 
ALUMINUM 

SEND FOR y ee BASE 

YOUR SPECIAL 

SALES 

BULLETIN 

NOW 


SWIVELS 
360° HORIZONTAL 
180° VERTICAL 
HOLDS DESIRED 
POSITION 


ALUMINUM 
REFLECTORS 


THE COMPLETE QUALITY LINE OF LAMPHOLDERS & ACCESSORIES 


CAST ALUMINUM 
SPLICE BOXES 
COVERS — FLANGES 
GROUND SPEARS 
AND TROUGHS 


A COMPLETE LINE OF WEATHERPROOF FLOOD AND 
SPOT LIGHTS, RLM INCANDESCENT AND FLUORESCENT 
FIXTURES, ACCESSORIES AND FITTINGS 


HERE’S WHY YOU SHOULD FEATURE OTHER MULTI 
DEPENDABLE LIGHTING EQUIPMENT TOO! 


All Multi lighting equipment compo Multi offers a complete line: RLM in 


nents are completely built, processed candescent reflectors, vapor proof units 
and assembled in our own plant with ceiling fixtures, hospital room units, gym 
the same precision, pride of workman nasium units, parking area lights flood 


ship, and efficiency of design that has lights, and RLM fluorescent fixtures. The 








insured user satisfaction for more than 


30 years 


See the complete MULTI Line of Qual- 
ity lighting Equipment in SWEETS or 


send for free catalog today 


ELECTRIC MFG. INC. 


& 4223 W. LAKE ST. 


SACRAMENTO 2-1900 


Multi line is designed to enable you to 
supply every customer request with oa 
complete variety of quality units and 
they are nationally advertised so they 
ore easier to sell. Write for Complete 


Catalog today 








CHICAGO 24 








Easy To Install! Holds Securely! Introducing— 


PAINE’S Mew LIBERTY: CONDUIT CLAMP 


Designed For Hanging, 
And Fastening Of Rigid 
Or Thin Wall Conduit 


The news is rapidly spreading throughout electrical 
contracting circles—Paine’s New Liberty” Conduit 
Clamp is an easy to use, more convenient conduit 
fastening device. Nothing like it on the market 
today! As a wholesaler, be sure to have a supply 
in stock to meet the demand. Order today! Call, 
wire or write your local PAINE representative 


One-piece unit hes unique locking No sharp edges or extended protru- 
device sions. Makes flat, smooth fastener 
Eliminates need for nuts and bolts Made from rugged, yet pliable, 
Only standard electrician’s pliers, material. 

screw driver needed Saves the user time, work and 


Provides extra strong, secure hold. aggravation. 


the best craftsmen always take 


Qe wy | fl we 

















THE PAINE COMPANY, 20 Westgate Road, Addison, Illinois 











Choose --: 


Hand Tools... the Professionals do! 
You need the BEST TOOLS to do the BEST JOB. . 


Sell Xcelite Tools... 


.. more Sales and Profits! Check the "SEIZER" 


Provides the necessary 
‘third hand” in so many 


tricky situations! 


No. 42H 


@ Clamps on as a Heat Sink. 

@ Holds wires etc. while soldering. 

@ Holds dial cords when stringing them. 

@ Retrieves small items from awkward places. 


@ Out-reaches and out-holds needle nose pliers. 


= 


XCELITE, incorporaten 


ORCHARD PARK, NEW YORK 
Canada: Charles W. Pointon, Ltd.. Toronto PREFERRED BY THE EXPERTS 


MANUFACTURERS' EXPANSIONS 





Tipp City, Ohio — A _ $1,400,000 
expansion program has been an- 
nounced by the Electric Motor Div. 
of the A. O. Smith Corp. 
According to a company spokes- 
man, the expansion includes a 42.- 
000-sq ft plant addition which will 
result in a 45% increase in area. 


Manchester, N.H.—Sylvania Electric 
Products Inc., a subsidiary of General 
Telephone & Electronics Corp. has 
announced the opening of a new fa- 
cility for the production of mercury- 
vapor lamps in this city Operations 


are scheduled to begin Feb. 1. 


Philadelphia The Chase-Shawmut 
Co., Newburyport, Mass., a subsidi- 
ary of I-T-E Circuit Breaker Co., 
Philadelphia, Pa. has moved to a 
new 56,880-sq ft plant and office 
building 


Philadelphia—The Del-Val Mfg. Co., 
lighting fixture manufacturers, has 
moved to larger quarters at Reese 
and Huntington Sts. in this city. The 
move to a larger building was neces- 
sitated by increased production and 
addition of new lines, a company 
announcement said 


CLAMP... LOCK 








This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 


85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 
KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 
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Schiller Park, Ill. — Stockholders 
of both Controls Company of Amer- 
ica and Electrosnap Corp. have voted 
to approve a merger of the two 
firms. Under the proposal, each five 
shares of Electrosnap common stock 
is to be converted into six shares 


—" 
“— 
of Controls common, resulting in the 
issuance of 110,400 shares of Con- 
trols’ stock, Louis Putze, Controls’ i 
president stated ’ 
Chicago, Ill.—Advance Transformer 
Co. has announced plans for another 
addition to its plant at 2950 N. West- 
ern Ave., Chicago. The new addition 
will house the company’s Star Metal 
Products Div 


a 





Federal Pacific Seeks 
Cornell-Dubilier Stock 


NEW YORK—Federal Pacific Elec 
tric Co. will attempt to obtain all 
outstanding common stock in Cornell- 
Dubilier Electric Corp. in exchange 
for a new class of Federal Pacific 


convertible preferred stock, it has 
been reported. 

Federal Pacific presently controls 
about 25% of Cornell-Dubilier’s 507,- 


390 outstanding common shares and 
is represented on the Cornell-Dubilier ee 


board by four officers 





Safely grounded...with 
THIEL CF<«I Galvanized Steel Strand 


TRANSFORMER |; 
HANGERS : | | eee The CFealI Image—a giant steelman—stands for the depend 


ability that’s built into all CFalI steel products. One of them 
Galvanized Steel Strand—is a safe, sure way to ground electrical 
installations and equipment. 
Available in seven- or three-wire constructions, CFaI Gal- 
uias tannetn fad vanized Steel Strand for ground wire is made in accordance with 
made according te ASTM Specification A-363. In addition, it can be produced to 


WEMA Specifications . a 
HEAVY STEEL con your particular specifications. 


struction, HOT-OIP SP] x . ‘ ‘ 
galvanized for depend CFelI Galvanized Steel Strand, (made to 


cAsv-onive oe ne ee ASTM Specification A-122), is also recom 
fe. Twe styles com 4 » 
) - mended for guy and messenger wire, and is 


MANGER KICKERS 


plete with galvanized 
Pot.No. 2632356 Sette ond wet available for quick delivery either from a 
FASTENERS in STOCK FOR : faz 
FOR ELECTRICIANS... IMMEDIATE DELIVERY nearby CFelI warehouse or from your local 
REFRIGERATOR MOH PLUMBERS wena cama electrical distributor. 
NEW “GRIP-TYPE” ; 6931-A 


SNAPS ON “wi pti : , : ’ = 
Alp STRAPS : 
: GALVANIZED STEEL STRAND 


NEW HUMP (ms 
THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON 
CORPORATION — Albuquerque * Amarillo + Billings * Boise 
Butte * Denver * EI Paso* Farmington (N.M.) * Ft. Worth * Houston 
ANOTHER FIRST ’ J Kansas City * Lincoln + Los Angeles * Oskiand * Oklahoma City 

Phoenix * Portland * Pueblo + SaltLake City * San Francisco 
San Leandro + Seattle « Spokane + Wichita 


Wilt NOT BREAK 
OR PULL OUT 


@ Essential for Electrical Men 

@ Greatest Improvement in 30 Years ] 

SOLD ONLY THRU LEADING ELECTRICAL WHOLESALERS In the East: WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston 
Buffalo * Chicago * Detroit * New Orleans + New York * Philadelphia 


THIEL TOOL & ENGINEERING CO.,ING. CF&1I OFFICE IN CANADA: Montreal 


$ CANADIAN REPRESENTATIVES AT: Calgary * Edmonton * Vancouver * Winnipeg 





417 N MARKET 
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POWERCRAFT = crocys 


PRIMARY FOR IMMEDIATE 


BUS SUPPORTS SHIPMENT 


* Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports fo meet 
exacting service conditions. 
Available for Indoor and Out- 
door Service — flat or pipe 
mounting. Conform to NEMA 
standards. POWERCRAFT in- 
viles your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
lors, Pipe Frame Fittings for 
1%" |. P. S. Pipe, and Clamp 
Insulator Supports. 


SEND FOR NEW CATALOG. 


POWERCRAFT CORPORATION 


2215 De Kalb St. Phone Prospect 6-4532 ST. LOUIS 4, MO. 


SOLID BRASS 
TOTALLY ENCLOSED 


DISPLAY DEAL NO. 11 dramatically , for 
introduces the new lighted ‘‘mite,”’ 
with FREE transfprmer ready to plug 


in and tight up for demonstration ~ ] ringing 


includes stock tray and 10 pieces 


assorted backup stock. hells 
Total List Price $14.10 ; 


Mr. Distributor and 
tile Dutton Mae chines 
promotion 


ri cee dng The standard Ye” flush, midget push button engineered 
° with a miniature electric bulb that stays lit for years. Re- 

They will order places all push buttons of this type, with or without plates 

— —— NO SPECIAL WIRING REQUIRED 

you |! pro No. 455 6-16 volt 1.25 

with Trine’s LIST PRICES 456 24 volt Hip 

“Lighted Mite”. POLISHED BRASS OR CHROMIUM FINISH 


SALES AIDS 





Porcelain Products Co., Carey, Ohio 
New  self-display packaging of 
connectors and lugs is now available 
This new method of packaging, which 
the company calls “Skin-Pak,” con- 
sists of colorful display cards to 
which the connectors are held in rows 
by means of a transparent “skin” 
of clear plastic Cards are of handy 
size, punched for hanging and are 
perforated between rows allowing 
customers to purchase a strip at 


time 


Emerson Electric Mfg. Co., St. Louis, 
Mo An all metal, electric heat dis- 
player, silk screened in red with a 
gold sunburst, is available to dis- 
tributors. The display contains six 
models of the company’s electric heat 


line. 





Appliances Set Sales 
Record During 1959 

NEW YORK—Electrical home ap- 
pliances, ending a two-year decline, 
hit a sales record of $8,459,603,000 
in 1959, topping 1956's previous high 
by $9,837,000, reports Electrical 
Merchandising Week, McGraw-Hill 
publication 


l¢ o| 


re 
NOPP 


VOLTAGE TESTERS: 
a“ 





NOPP 


PHASE SEQUENCE 
INDICATORS* 


KNOPP INc. 


1307 66th St., Oakland 8, Calif. 











BOOK REVIEWS 





IS WIRE PULLING... 


New Forces In SLOWING UP 
American Business hae YOUR JOB...? 
Dexter M. Keezer , 
McGraw-Hill Book Co., Inc. 

New York, N.Y. 

An outlook on what to expect for 
U.S. business during the decade of the ' »o 

sixties told in informative language 

by practical economists. This book —--_~~ALBANY RBR 
spotlights powerful new forces at 
work in the American economy—and 

what they will mean to you. It is WIRE PULLING COMPOUND 
filled with specific predictions, on such pulls covered wires and non-metallic cables. . . 
subjects as business investment, indus- 
trial research, demand for consumer FASTER and EASIER! 
goods, new trends in marketing, the 
future of small business, inflation, and 
international trade. Included are 23 
easy-to-read charts illustrating key @ Will not affect coatings. 


points. @ Needs no mixing . . . will not 
278 pages separate or harden. 





@ Excellent for non-metallic cable 
- non-evaporating. 


@ Light, clean to use, easily washed 
off with water. 








Expansion And Growth 
Forecast By Utilities 


NEW YORK—The electrical util- rYoy-¥ meele) G SONS, INC. 


ity industry will increase its total 
kilowatt hour sales by 119% during Electrical Products Division 


the Sixties, Electrical World, Mc- 5 N. STILES STREET LINDEN, N. J. 
Graw-Hill publication, reports. 








page vo BEST SOURCE 


All VICTOR “MAGIC” CLAMPS 


and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on c 


feature 





Contractors everywhere are corm © 
switching to VICTOR. Cashin “Sm 

on this heavy demand. Add 

these fast selling, profitable 

Clamps and Straps to your 

line 





VICTOR products are 
neatly packed, clearly 

and attractively labelled. LONG NOSE 
Orders for stock items 


shipped within 24 hours CUTTING PLIERS 


eo PERFECT PROPORTION 





' for easy handling plus 
Write for the new ¥ clean-cutting power in precision 


Victor Strap Catalog | matched jaws est steel, heat 
Lists over 600 items | | .¢ Also: COMPANION DIAGONAL treated and tempered. Polished, triple chrome 


to fasten Wire, Cable, | : CUTTING PLIER. Two sizes: 6 finish. Two ~ pa A B — pas 
4 4 = agec y car to , rDoa re < counts c . 
Tubing and Conduit end 7 aged on are r peg t r 


i" — play. 
Gyro SPECIALTIES, INC. pet 
A 775 MAIN ST, NEW ROCHELLE, N_Y ¢ atl (Ta 


TOOL COMPANY 2425 S. Michigan Avenue, Chicago 16, Illinois 


fully guaranteed 
SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 











\ The Greatest Single Source for Clamps and Straps 
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OBITUARIES 





Make installations fast, 
built to last with Joseph E. Kewley 


Joseph E. Kewley, former General 


Electric Company vice president, 
and general manager of the com- 


pany’s Lamp Div., died January 4th 


SERVICE ENTRANCE at Lake Worth, Fla. He was 76. 


Kewley was retired from GE since 


on A Se, T a i T & January 1, 1945. In his capacity as 
vice president, he was responsible for 

Ke ewes © 66666688 6 6 & 6 the division’s development, manufac- 

; ture, distribution and sale of electric 

Now, you can have exactly the right fittings for any light sources of all types 

mast installation...quickly...at lower cost. Just select 

the M&W Mast Kit to fit your needs. Varied assort- 

ments for 1144”, 114”, 2” or 214” sizes, split-clamp or Lawrence Durwood Sies Sr. 

pipe strap conduit support, make it easy for you to 

pick the one kit that best suits your requirements. Best 

of all, M&W Kits cost less than individual fittings. 


Lawrence Durwood Sies Sr., 62-year- 
old president and co-founder of Sies 
Electric Supply Co., Chattanooga, 
Kits include all necessary parts for mast installation as Tenn. died recently at Ormond Beach, 
illustrated, except conduit. Fittings available separately. Fla. Sies, his wife, and son, organized 


and founded the firm in 1949 
New Catalog 59 gives details and prices on complete 


line of electrical fittings. Write for your copy today 





MILWAUKEE, WIS. Cutler-Ham- 
mer, Inc. sales in 1959 topped $100 
million for the first time, J. C. Borden, 
vice president and controller, has an- 
nounced. However, a fourth quarter 


CUAL EUG GEC GORE AME slip resulted in net for the period 


EAST PALESTINE, OHIO below the $1.15 a share earned in the 
third quarter, he said 











Millions of Steel 


JIFFY CLIPS 


NG ‘Serving the Electrical Industry| | 


Y-eER Eas 


Wire Pulling Lubricant 


Only Y-ER EAS has all these features 


@ Creamy, non-corrosive lu- ¢ 
bricant. Never greasy or 
GETS - A - LITE GUARD and ——, = ane 
descriptive Y- ner 
Prevents sticking or set- 


GUIDE Offers Quick, Easy MINERALLAC | booklet er 


Profits in New, Untouched HANGERS, CLIPS, / i saddles and turns. 

° 2 cag t k 
Market STRAPS, BUSHINGS a 
Never harmful to hands 
or clothing. 
Permanently non-harmful 
to cables or conduit. 4 


¢ Simply slip GETS-A-LITE GUARD Expert design, choice 
AND GUIDE over the fixture, as illus- materials and con- 
trated. 
trolled manufacture 
Made of indestructible spring steel h ilt ** i 
wire. Nothing to break, get out of oy uae 
order or replace. Will last indefinitely. po ag ate into 
Once installed, GETS-A-LITE GUARD aaines Th ne Spe- 
AND GUIDE is NEVER removed. cialties. That's why the elec- \ | sd or 
trical industry ‘‘prefers Miner- S i ¢) Lead Rubber, Bra 
allac”’...in steel and Everdur for 5 
hanging pipe, conduit, BX cable, etc. 








Nothing to unlock, fuss with or lock, 
when changing lamps. 

GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en- | Send for new literature and prices. 
abling maintenance man to change 


lamp im 10 seconds! MINERALLAC ELECTRIC COMPANY 


Available for 40 watt and 100 watt 25 North Peoria Street— Chicago 7, IWlinois 
fluorescent lamps. 


GETS-A-LITE Company, Dept. EW-10 | i | \ E R A [ | h ( 
3865 N. Milwaukee Ave., Chicago 41, Ill, Hi) 
REPRE rs: RE 
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Three Distributor Salesmen 
Win Bonus Awards from GE CLASSIFIED ADVERTISING 


SCHENECTADY—Three distribu SELLING OPPORTUNITIES 
tor salesmen have earned bonus 


awards in the General Electric Co.’s AGENTS WANTED LINES WANTED 
1959 “Cash-In On Capacitors” sales 
incentive program. 

Earsil F. Stuart of the General nays 
Electric Supply Co.. Tulsa. Okla if ' MANUFACTURER’S REPRESENTATIVES 
earned $226.30 in bonus awards to WANTED 
hold the lead as the program entered Manufacturer of nationally advertised quolity line of 
the final month of 1959. Paul Medica competitively priced commercial and industrial flveres 
of Brown-Roberts Electric Co., Inc.. - > eames ae oak cats aa 
Alexandria, La. totaled $189.10 in POSITION VACANT tributors, seeks agency representation in the following 
awards and J. J. DeGree of Graybar 
Electric Co., Inc., Davenport, Iowa 
earned $109.00 in awards to be . as oan 


POSITIONS WANTED 
BUSINESS OPPORTUNITIES 





- key trading area: 


Regional Sales Manager—Major eastern 


monu- 
fact on nucle 


Denver, Albuquerque, Amarillo, Oklahoma City, Tulse 
Dallas, Fort Worth 


among the leaders in the progran — e ¢ , a - . Rec oe Please forward resume including educational back 
= 7 ground, lines now hondled, and territory covered 


. : RW 3163 Electrical Wholesaling 
Georgia Power Adopts SELLING OPPORTUNITY AVAILABLE 520 W. Michigan Ave., Chicago 11, Ill. 
New Wiring Plan 


ATLANTA—A wiring assistance hi 


plan for homeowners has been ar oe aaa a Bove AAA-I 


nounced by the Georgia Power Co , 

Electrical World, a McGraw-Hill pub Sales representation wanted by one of America’s EXPANDING 

lication, reports. : to woo Bs ORGANIZATION 
According to the plan, the con aan Sypensne entu Frenne 


pany will contribute cash payments f ‘ RV i 11 Whole Requires capable, experienced, aggressive 
from $50 to $200 to contractors who representation to 
a and Wisconsin areas to contact ELECTRICAL WHOLESALERS 

e er ‘ I I « 


lex Complete line of specialty cables, flexible 
cilities. The plan, which has been ap \ppro ‘ cords. extension cord cate and anseniiies 
proved by the Public Service Con ; Address RW-34 al V ‘ Several choice t pen Write 


mission, will allow the utility to pur , RW-3503 ELECTRICAL WHOLESALING 
chase and capitalize these facilities SELLING OPPORTUNITY WANTED 520 N. MICHIGAN AVE., CHICAGO 11, ILL. 


when certain conditions are met 








Representatives to cover New York State, and 


install adequate service entrance |! itinots ge 








Mfgrs Rep. covering Connecticut seeks quality 
Wholesale Wholesalers: KaAcosc) Elec= | MANUFACTURER REPRESENTATIVES WANTED 


We mfg. the finest in design and largest selec 
tion of recessed clocks in all sizes, and finishes 


Manufacturers Representative covering Northern 
New Jer 7 ‘ ‘ ddit ; . ua ty Flectri * in addition, highly-decorative executive styled 
W ren ; ; wall clocks 


nes fe 


R. & H. Guarantee Products 

Long established Ohio ageny with warehouse 5440 W. Cermak Rd., Cicero 50, II! 
' ‘ ove nts Wire & 

Cable ne RA ectrica] Wholesaling 








Aaagressive young agency N.W. states would 
‘ » ne , ’ { ‘ ‘ mie 


SALESMEN WANTED 


r of mny 


ew 
andesce i 
ag ( 


Higt " V 


SW -3330 Electrical Wholesaling 


INDUSTRIES 


Established manufacturers representative organi 
tior hes additional lines to be old to Class. Adv. Div., P.O. Box 12, N.Y +6 
elect 4 whole ers in Ohio and Indiana. RA- 
14 Electrical Wholesaling 


Lighting lines wanted for northern California SALESMAN WANTED 


ory Esta Manufa er of Cor 








! ences 


Designed to fit — 
and many others 


1 e epresentative | 
Write RA 3. Electrica pentar te By Phy 4 a 
Wholesaling following territorie Michigan, Louisiana, Arkansas 
Nebraska, lowa, New Mexico, Hawaii and Alaska 


Manufacturers’ Agent with warehouse is seekina S ’ me 1 exact territories 
litiona ne In busine r 


Te ‘ re in Nortt und South RW -3500 Electrical Wholesaling 
( na. RA ! ical Wholesaling Class Ady. Div., P.O. Box 12, N.Y. 36, N.Y 


‘Twusr' Rezisr 





Independent Blade Co. Div 
East Haven 12, Connecticut 


WESTLUND 





Monufacturer’s Agent now calling on distributors 
in © , nd North Carolina. Experience 
ars distributor salesma 
ars distributer salesman. | MANUFACTURERS REPS WANTED 
ba ground. Se ipply and apparatus lines Several territories still open. Opportunity te cash 
Charle ( Lar eney toute 9 Box 142, in on fast selling electrical teol. Retails for $1.98 
PD , r Sold through electrical hardware, and automotive 
- ~ jobbers 
Manufacturers’ Representative covering northern BURNWORTH TESTER COMPANY, 
Ohio seeks quality line of lighting fixtures for 
electrical wholesalers. RA-3336, Electrical Whole- 


alir 


MILWAUKEE SAWZALL ¢ RCS SUPERSAW 
SKIL RECIPRO SAW « PORTER-CABLE MULTI-SAW 


Zt 


815 Pomona Avenue, E! Cerrite 8, California 


ture 





WANT TO REPRESENT 
=e MANUFACTURERS! MANUFACTURER OF FITTINGS, CONDUCTS, TUBING OR 


; g WIRE 
You will receive better results from your HARD HITTING, YOUNG AGGRESSIVE SALES 
a ° *” es ° MAN AVAILABLE TO REPRESENT BLBCTRICAL 
Representative Wanted” advertising if MANUFACTURER. TEN YEARS WHOLESALE 
° : . ELECTRICAI EXPERIENCE MBPTROPOLITAN 
you will state in your copy what territory N.Y. PREFERRED 
. . ° RA-3433 ELECTRICAL WHOLESALING 
or territories are available. Class Adv. Div., P.O. Box 12, N.Y. 36, N.Y 





NEW 
e and liter 
on request. 


If your customers bend or break more blades than they wear out, 
Blad 


solve their problem with — 
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GALAXY SERIES 
CREATES NEW 
LIGHTING 
DRAMA 

Galaxy 


ASTRAL FLUORESCENT FIXTURES FOR 
BEAUTY, MORE EFFICIENT LIGHTING 


NITE GUARD POINT-OF-PURCHASE 
DISPLAY ATTRACTS ATTENTION 
f Nite Guar 


switch, an eye 


For even greater sales 

lantern 
color display is now avai 
either 


automatic post 
catching, three 
able upon request 
floor or counter di play - 
wired 

customer 


Designed for 
-even when the 
Lively copy in 
prompts 


lantern is already 
vites action trom 


demonstrations 


PROGRESS MANUFACTURING CO., INC 
Dept. EW-2 Philadelphia 34, Pa 
Please send me complete information on 


Galaxy Nite Guard Display Astral 


Name 


Company 


Address 
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“A SLIPKNOT SPLICE 


the tape of the experienced electrician 


Every splice you make must be final, permanent and safe. 
SLIPKNOT PLastTic TAPE is engineered for dependable 
adhesive quality and proper stretch to insure a neat, tight 
wrap that molds to any irregular shape and stays down. 


And Slipknot’s patented, exclusive cutter, packed free 
with every 66-foot roll, solves the handling problem — 
swiftly, handily, easily. No waste...no distortion ...no 
effort. 

SOLD ONLY 


Next time, specify SLIPKNOT PLASTIC Tune 


«ot nt RECOGNIZED 
ELEcTRICAL TAPE from your distributor. § gisrupurons 


PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 CANTON, MASSACHUSETTS 





INCREASE SALES BY POINTING OUT TO FUSE PROSPECTS 
THIS NEW EVIDENCE OF THE MODERN TREND TO FUSES 


When Caradine Hat Company built their new office 
building in St. Louis, they wanted—and got—the safest 
and most dependable electrical protection obtainable 


The Consulting Engineer, John D. Falvey—Architects 
Jamieson, Spearl, Hammond & Grolock—Electrical Con- 
tractor, Sachs Electric Co., all of St. Louis, who designed, 
specified and installed this modern installation, concurred 
that for electrical protection adequate for today’s needs 
and tomorrow's demands—BUSS Hi-Cap and FUSETRON 
fuses were the answer 

When any of your customers or prospects have a prob- 


lem in electrical protection, point out to them this instal- 
lation and also remind them that BUSS and FUSETRON 


Electrical 
Protection 
cos MODERN 
with BUSS Fuses 


In St. 
Multi 


Office 


ANOTHER BUSS HI-CAP AND FUSETRON FUSE INSTALLATION 


Owner: CARADINE HAT CO., St. Lovis, Me. 


fuses have the interrupting capacity to handle today’s 


available fault currents with safety—and the added in- 


herent interrupting capacity to provide for electrical sys- 
tem growth. 


When you sell BUSS and FUSETRON fuses, you and 
your house not only make a good profit—but you know 
that there will never be any comebacks because you have 
recommended today’s safest and most dependable elec- 
trical protection. 


Should you run into some problem in electrical pro- 
tection that puzzles you, call on the BUSS Fuseman in 
your territory. He is a specialist and undoubtedly can help 
vou close the sale . and he is happy to be of service 


MAXIMUM SAFETY 


LIFETIME DEPENDABILITY 


—] ey ay ay aa 


ay 


Mai BUSS Hi-Cap 
and FUSETRON fuses 
Distr bution panels — 
FUSETRON dual-ele 
ment fuses 


Bussmann Mfg. Division, McGraw-Edison Co. $t. Lovis 7, Mo. 








